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EDITORIAL SECTION 





THE JAPANESE CATASTROPHY 


The earthquake, conflagrations and tidal waves 
which wrought such havoc in Japan have not pre- 
vented the Japanese Government (backed by the 
Japanese as a nation) from being extremely 
optimistic in regard to the future of Japan. 

As this is written the cable dispatches state 
that the Imperial Government of Japan purposes to 
float a billion dollar loan to finance reconstruction. 

The effect of the disaster upon life insurance com- 
panies is not as yet known and it will be some time 
before the ultimate mortality loss can be definitely 
stated. 

There are approximately fifty domestic life 
insurance companies engaged in the writing of life 
insurance in Japan. 

Of all companies operating in the United States 
only two are now doing business in Japan, namely: 
the New York Life Insurance Company of New 
York City, and the Sun Life Assurance Company 
of Canada, located at Montreal. Both of these 
companies stand in the front rank in the science of 
life underwriting and are well able to absorb with- 
out any shock any abnormal mortality experience 
they may have in that (Japan) particular field. 

The New York Life Insurance Company in a 
rough estimate has announced that it does not 
expect its mortality loss from the Japanese disaster 
will amount to more than one hundred thousand 
dollars. 

The Sun Life states: “It is as yet too early to 
express a definite opinion as to the probable death 
losses resulting from the earthquake. We will 
no doubt have some claims but in view of the 
character of our business and its distribution, we 
feel confident that they will be relatively few in 
number.” 

The Japanese investments of both companies ap- 
pear to be in securities that will not be permanently 
adversely affected by the catastrophy. 

From the best information obtainable by us, we 
are of the opinion that no company operating in the 
United States or its possessions will be hurt by 





the havoc caused by earthquakes and tidal waves 
in Japan. 


THE NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS 
THIRTY-FOURTH ANNUAL 
CONVENTION 
This convention was held according to schedule 

at Chicago, September 5th, 6th, and 7th. 





The headquarters of the Association were at The | 
Drake and the meetings, Wednesday and Friday, 
September 5th and 7th (because of its seating capa- | 
city) were held at the Medinah Temple. | 


The Group meetings were held at The Drake on 
Thursday, September 6th. 

A unique feature of this convention was the 
notice : 

“No papers are to be read before this convention. 
Papers may be printed and distributed among the 
audience at the close of sessions, but none read 
from the platform.” 


The attendance at the several meetings, while 
large, was not as great as was expected. The con- 
vention, however, was a decided success, and the 
atmosphere both at The Drake as well as at the 
Temple was surcharged with life imsurance elec- 
tricity. 

The Field and the National Under- 
writer issued special daily editions on the conven- 
tion days. The papers devoted 
much space to the convention happenings, and the - 
efforts of the Publicity Committee were a decided 
success. 


Insurance 


Chicago daily 





According to reports that have reached this 
office, the addresses were fine, stimulating, and 
well worthy of most careful study by life under- 
writers in all branches of the service. 

A few of the points made were: 

President Adolph O. Eliason when opening the 
first session said among other things: 





“The great institution 
firmly established and the ever increasing 
may be practically applied are receiving 
widespread recognition, that 
sion of Life 


of Life Insurance has become so 
uses to which it 


such general and 


as representatives of the profes- 
Insurance, we need not be apologetic. 


Instead 
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of apologizing for our activities and being obliged to estab- 
lish the necessity for our service, we have been rapidly 
placed in the anomalous position of being forced to develop 
within ourselves a greater appreciation of the importance of 
our calling and a more serious consideration of our responsi- 
bilities in equipping ourselves for and in rendering the proper 
service to an increasingly understanding and critical public. 
The day of the order-taker is past. The present day life 
underwriter, in order to meet with any measure of success, 
must be able to give convincing assurance that he knows his 


business and will, at all times, give unselfish, intelligent serv- 
pce. 


Dr. Paul Keppel, President of the Carnegie 
Foundation, in his address on the “Need of More 
Life Insurance to Support Charitable, Philanthropic 
and Educational Institutions” expressed the fol- 


lowing fine observation. 


No thinking man will deny that underlying all our Ameri- 
can extravagances and thoughtlessness, there is a rising tide 
of responsibility for one’s fellow. More and more men and 
women are answering for themselves, and in the affirmative, 
the question which was asked in the fourth chapter of Genesis, 
“Am I my brother's keeper?” ‘The war made people realize 
the real pleasure of giving until it hurts, and also it made 
them realize how much more a man can give without sacri- 
anor a gaa of the real necessities of life than he had before 
realized. 


Edward A. Wood of Pittsburgh in referring to 
the use of life insurance to clear bequests made 


many points of unusual interest as indicated below: 


The increased needs of our welfare and educational organiza- 
tions, coupled with recent and increasing impositions upon 
estates by Federal and State Income and Inheritance Tax Laws. 
which materially reduce the number and often the value of 
bequests left to various institutions and ultimately curtail 
seriously both the income and endowment of such institutions, 
make additional methods of securing funds necessary. 

Testators in drawing Wills must necessarily be deterred 
from making bequests that they would otherwise, or formerly 
intended to, make because of the knowledge that Federal and 
State Taxes must first receive in cash and promptly money 
that might otherwise be distributed among various organiza- 
tions in which they are interested. 

The estate of the late James Stillman paid in Federal and 
various State Inheritance Taxes, cost of administration, etc., 
over $16,000,000 out of an estate of $40,000,000. Therefore sums 
up to nearly that amount that might formerly have been uti- 
lized in gifts or bequests by a family left so well-off are, 
under present laws, consumed by various taxes. 

The taxes paid to the Federal Government by the H. C. 
Frick Estate in nineteen different states, various expenses for 
administration fees, ete., already amounted to $9,402,306.56. 
This shrinkage falls upon the residuary legatees. 

It is for these reasons that Community Trusts have es- 
pecially requested Life Insurance companies to help them by 
offering the use of Life Insurance as a means by which these 
difficulties may be overcome. 

Life Insurance for bequests has a great many advantages: 

Increase Number of Donors. 
Gives Immediate Cash. 
It Saves Interest, Taxes and Expenses. 
It makes Bequests Certain. 
Avoids Making or Changing Wills. 
Life Insurance Bequests not Contestable. 
7. Not So Likely to be Withdrawn. 
& Collateral Advantages. 

9. Enables Provision of Bequests Sufficient for a Purpose. 
10. A Clean Bequest. * 

11. Policies Upon the Endowment Plan. 

A Life Insurance company having agencies throughout the 
country would have facilities for maintaining the collection of 
these annual sums from those who may change their resi- 
dence to other cities. The machinery of a Life Insurance 
company should make it possible that more persons continue 
such payments as they definitely undertake to assume for a 
given number of years than if the same number of persons 
signed merely subscription lists, and thus carry out the full 
intent of the campaign. 

While the use of Life Insurance for Bequests is practically a 
new and greatly undeveloped field, it holds great possibilities 
for the life underwriters of the country to assist the charitable, 
philanthropic and educational institutions to raise sufficient 
funds to their mutual interest and benefit. 


The following comprehensive statements were 
expressed by John Newton Russell, Jr., chairman, 
opening the session of “Finding, Selling and Select- 
ing Prospective Agents.” 

Most of us remember, not so very many years ago, when 

little thought was given to the study of Life Insurance un- 

derwriting. Even today in this advanced educational age there 


are still a few of the old school companies, general agents 
and’ managers, who are very backward in the spending of 


soto— 


tos 








time or money for the proper instruction of the beginner in 
Life Insurance underwriting. 

If, through the individual or united effort of our com- 
panies, schools for Agency Building could be established, 
many problems now confronting us pertaining to successfully 
establishing and building agencies would be solved and thou- 
sunds of tailures would be avoided. Until such progressive 
steps are taken we must continue working as best we can, 
being ever ready to help each other surmount the many ob- 
stacles that continually retard our progress. 

Building a successful agency is no small undertaking even 
though the builder be endowed with favorable qualifications. 

To establish an agency, if the manager is lacking in capital, 
he is handicapped in building, in that he must use a goodly 
portion of his time in selling insurance, that his personal 
expenses may be cared for. But notwithstanding this hin- 
drance, his success is assured, though slow, if he is persis- 
tent in adding numerous recruits to his field force. At this 
early stage, he cannot be too particular in his selections. It 
takes a variety of agents to insure all kinds of people. Get 
agents! More agents, and more agents should be the man- 
ager’s watchword. The “turn over’ of new agents will be 
larger in percentage than later when he has a greater force 
and can be more independent in his selections. 

As soon as possible a salaried assistant should be engaged. 
Team work in finding prospective agents is most effective. 
Continual searching for prospective agents is absolutely es- 
sential for growth. Waiting for them to come means failure. 
Seeking men and women who are successful in their present 
vocations and who are believed to have special ability for 
life underwriting is most desirable. One of this type is 
worth many of those seeking an agency contract, after failure 
at several other vocations. 

As the agency enlarges and to make it grow faster, addi- 
tional assistant managers or supervisors should be engaged 
“us soon as possible, including a competent woman as super- 
intendent of the woman’s department. There should be an 
Agent’s Club to have charge of the weekly and special agency 
meetings. 


In John Marshall Holcombe’ Jr.’s talk on “Build- 


ing and Managing an Agency” he made the follow- 
ing interesting disclosure: 


Among the numerous services which the Bureau bas ren- 
dered to its members in recent months, probably the most 
unique has been the very careful study of the principles un- 
derlying successful field management. It was nearly a year 
ago when the suggestion was first made that the Bureau 
would make a vital contribution to Life Insurance if it should 
study the problem; and since that time, about forty agencies 
have been carefully analyzed in many parts of the country; 
a vast amount of hitherto uncollected material has been se- 
cured; and lastly, it is now in such shape that within two 
months the first chapters of a Managers’ Manual will be ready 
for distribution. 

As a result of the material collected, the Bureau has recently 
published some chapter headings for the forthcoming Manual. 
These chapters cover various duties under the following main 
divisions: s 

One—New Agents 

Two—Experienced Agents 

Three—District Agents 

Four—Policy Holders 

Five—-Relation to the Home Office 

Six—Personal Efficiency, Including Personal Business 

Seven—Office Organization 

Kight—Studying the Territory 


Chas. J. Rockwell, Director, Division of Life In- 


surance Salesmanship, University of Pittsburgh, 
suggested the following basic ideas in his address 
“Delivering a Selling Talk”: 


A selling interview is, in structure, a social situation and 
a mutual and co-operative discussion whose sequence of ideas 
is susceptible of control. A favorable feeling toward the sub- 
ject is first aroused and as discussion proceeds this feeling 
becomes cumulative, finally converging into the decision to 
accept the proposal. The various stages of feeling are not 
matters of precise measurement, and as a matter of fact are 
subject to sudden elevations and depressions. Arbitrarily we 
consider that stage which has for its primary object the estab- 
lishment of a favorable social contact, and the preparation 
of the prospect’s mind to entertain a proposal without preju- 
dice, as our Approach. 

A successful presentation depends as much upon the way 
in which ideas are presented as it does upon the merits of 
the ideas themselves and the order, or sequence, in which they 
are introduced and the media employed to introduce them, 
vitally influence the consideration they will receive. 


The following extracts from the address delivered 


by Chas. J. Rockwell of Pittsburgh, are suggestive 
of his attitude on this most important subject: 


It is our responsibility to attract to this business men of 
the right sort and then to launch them in it on a permanent 
and progressive profitable basis. The amount and kind of 


(Continued on next page) 
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THE NATIONAL ASSOCIATION OF LIFE | salesmanship, a fine, honest treatment of the company that 







could not fail to make a man proud to represent it, and a 
UNDERWRITERS—Continued section devoted to the ethics of the business that must tend 
to establish such ideals as will result in wholesome consid- 
the training we are prepared to give them will have a ma- eration for company, client and competitor. This course was 
terial influence upon our success in meeting either of these also much stronger in its provision for concise reports from 
two problems. ‘There can be no question but that the hap- the student on his field activity. Without a detailed report 
hazard way of starting men has been a barrier to the en- of time spent daily in the office, hours spent in soliciting, 
listment of many fine candidates, who not being sure what number of calls, interviews made, applications secured, plan 
was required of them in order to succeed nor how to proceed and amount of insurance written, and any peculiar difficulties 
to do this, and lacking any evidence of a plan for their encountered, the director is in no position to give the help 
development were naturally uncertain as to their chances of suggestions so necessory to the new student. 
success and turned away, in many cases, from a career for in fine it may be said that this investigation discloses th 
which they were undoubtedly fitted. the Company Correspondence Course is an established means 
Were ours nothing but a _ practical art, requiring only ot development of agents in many companies and worthy 
skill for its fullest success we should still profit by a train- of further consideration by those not as yet employing that 
ing program. Skill is but the result of repeated experiences method for increasing the efficiency of the Life Insurance 
coupled with an analysis of the performance and the correc- salesman. . A 4 
tion of error. There are three ways of acquiring the bene- In short, so varied and extensive is the instruction neces- 
fits of experience, which are progressive in their results to sary to the full development of the Life Insurance salesman 
the extent that instruction is applied. that the manager who consistently furnishes to each agent 
(a) Haphazard way: Beginner operates on his own initia- appointed a reasonably well balanced course of training 
tive and gains experience at great loss of time, energy, op- through personal contact, is the exception rather than the rule. 
portunities and enthusiasm. ‘The horizon of his skill is con- ‘ ans se y j 
fined to the experiences which he himself has undergone. A Dr. John Alford Stevenson, Second Vice-Presi- 
=< finds him heipless or forced to attempt the un dent, Equitable Life Assurance Society, reminded 
(b) Apprenticeship way: seginner works under guidance 


et . - - . . s a A 3 “on a 
of a master whose methods he is to copy. The horizon of his audience of their ideals in an address on Funda- 
experience is widened but personal initiative is lost or sub- 


ae - ah aa oa = Las 99 

merged. New situations are not provided against. mentals of Professional Life Underw riting as 
(c) Precept and Practice way: Seginner is taught the basic ‘ . 4 “* - =e 

principles which underlie the solution of the problems drawn shown in part by the following comments: 

from the experiences of many. The_ collected solutions in To discuss the subject “Fundamentals of Professional Life 


various combinations cover a range of experience impossible 


L U s » Underwriting” with this distinguished body may seem a little 
to secure by single effort. The acquired knowledge is in- . : 1 : 


; a ) g like speaking on the “Fundamentals of Astronomy” to a group 
telligently used under the supervision of a trained instructor comprised of Einstein and three or four men whom he con- 
until skill in the application of principles to practice is es- siders to be capable of understanding his “Theory of Rela- 
tablished. New situations are classified by their similarity tivity.” All have a general notion of what the fundamentals 
to the familiar and are met understandingly and with cor- of professional life underwriting are, but frequently it is 
respondingly increased chances of success, ake : extremely helpful to check up on ourselves in order to see 
‘The method of training employed at the University of if general practice is keeping up with our ideals. 

Pittsburgh is the natural one of solving the difficulties by pro- In life underwriting, the fixing of a minimum standard of 
viding solutions for them in advance of their happening. knowledge to be required of all underwriters is an ideal to be 


Recognizing that experience is not only the best teacher, but 


} 4 realized tomorrow. 
the only teacher, and that problems and their solutions must 


. . 4 . ‘ Most of us have to admit that the training idea went 
be evolved from experience, the value of any oral instruction through a period of (shall we call it tactfully) “arrested 
is dependent upon the wealth of experience which is back of it. development.” Nevertheless, progress in this direction has 
Such experience has shown us that a beginner in selling indi- | been marked since we have come to a realization of the fact 
eates his difficulties by asking endless varieties of three ques- that if the public is to be adequately served, those who per- 
tions; | F form the work must be adequately equipped to render this 

1, To whom can I sell? service. 

2. What have I to sell him? es 


3%. How do I go about doing this? 


Dr. Stevenson in referring to “service” made a 
Following are the introductory remarks on 


good many pointed remarks as: 





“Company Courses of Instruction” made by Wins- An agent was asked by a prospect, “How much insurance 

a > . “a do you think I ought to have?” “Ten thousand dollars,” 

low Russell, Vice President and Agency Manager replied the agent without any hesitation. This policy was 

cs i. is = : delivered and, as was the agent’s customary procedure, he 

of the Phoenix Mutual Life Insurance Company : ordered an additional five thousand dollars which he tried to 

The organization of an effective training school a, our deliver. i, ee ge sca ag rcs Fnstor to the — 

| aagpees pee a pte neg . : ’ ; statement o le agen 1a en nousand was _ sufficient. 

ae pee scent SS eee oan definite ——, _— — Within six months, another agent delivered sixty-five thou- 

SO BO SOLVER DELOFe WE COME HegIn CUF WUFk. ine mos ie sand dollars additional insurance to this man because he 

a a eee of an absolutely wus able to point out to the prospect how insurance would 
standare ‘0 ac y Sales n. * teenie iad ans. 

Perhaps the second problem was the effective yet co-opera- — panei Rg od not been informed that it is 
tive control of our branch offices. Closely following these, quite possible to amortize their inheritance tax obliga 
came the very important question of whether a training course through the use of Life Insurance. Every one uses the 
should be required, or optional, with the new salesmen. eral idea of amortization. As a matter of fact, most o 

Curriculum, a division manager for the school, necessary are spending our time now amortizing our various obliga- 
pe eee hype A Pg of smaller questions pressed us for a tions. We make a certain salary or a certain sum of — > 
si stactory i Swer. on ‘ . * ¢ j j ¢ rd j j ves » a > 

Gur school plans have now een in. operation for three | We put a small amount of it in bunk or in investment, | We 
years and eight months. We commenced the standardization our wives, to our children and to ourselves. Since we haven't 
ee ee ee ten yeas ago and they have long enough ready cash to take care of all our shtgniiens, we 
oe Sones - er : : amortize them. If someone were to come direct from the 
Midpengs ow el of _ | ig, offices are conducted upon Treasury Department and say that they had granted _per- 
it “geems weassnably eer ‘that an optional training course mission to give he the a. yo Basen ge nae = inberitance 

& ee e ’ s < s < L . ‘4 ay ie 2 » red F} elie se at a 
soon becomes no training course, so we made our course ee amas” Con hae has, saethies aeeate ol .* us, 
compulsory, for alt new men. and have had the urmost, co. | the obligation for the complete inheritance would be wiped 

‘ A seit ly Reina . 4 vei - i f ten "7 ‘ out, we would probably be anxious to accep ° Z 
= _ very requirement their best asset in selling the The trained underwriter would probably present inheritance 

- SS. . j 2 7 ey j i ree Ts 4 - 

The overwhelming majority of applicants who complete our Ee ae a eg oe good in practice on the 
sage ggg ge A gy ps ps gg oe ee ideals of professional ee ne ee poe = =< = 

—_ Soe 2 . . - 9 = wes ° ° spfee , stifie j af la sta » > § > -on- 
desire a position with this Company,” “Because of the train- eit Gee treating our statements wi gins 
ing course which you offer. Henry Ward Beecher once remarked that a text is a small 

The following portion of the remarks made by gate into a large field where one can wander about as he 

- ° ° pleases, and that the trouble with most ministers is that 
P. M. Ray, Assistant Superintendent of Agencies, they spend all their time swinging on the gate. It may seem 
- ° A P _ to you that even though I am not ordained to preach, I am 
Equitable Life Insurance Company of Iowa, on spending considerable time swinging on the gate of the pro- 
orn . - pa . . fessional ideal in life underwriting. However, I think we 
Company Correspondence Courses” briefly points can scarcely stress the idea too strongly if tomorrow we wish 
a ae = the work of the life underwriter considered by the public 

out the intrinsic value of such effort: in its true light. 

All of the courses I have had an opportunity to inspect The following well rounded statements spoken 
have much good in them. Some are excellent. One in_par- 


ticular impressed me because of its introducing, in addition | by E, S. Albritton, of the firm of Weems and 
to the usual treatise on Life Insurance, policy contracts and ¢ : 
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Albritton, Texas State Managers at Dallas for The 
Minnesota Mutual Life Insurance Company, in his 
talk on “Field Instruction” accounts for successful 
training and glorifies the mission of life insurance: 


However, there must have been some more or less success- 
ful field training methods for Life Salesmen in the past. 
he Army of Underwriters in attendance at this great Con- 
vention represents in the main the successes of our great 

‘nderwriting Body. 1 will venture that the vast majority 
present has not had the privilege of earning and possessing 
a diploma or certificate from either a University or Company 
salesmanship course. Yet who will say that this majority 
has not that splendid knowledge of Life Insurance science, 
that enormous grasp of the details of Life Sales-Craft, and 
that tremendous vital force of selling—all so necessary to the 
wonderful strides which the Life Underwriters of America 
are going to make in the next decade. What has this to do 
with our subject? Simply this—responsibility for the success 
of every one composing this majority may be fixed upon some 
sort of a field training given by some superior, some general 
agent or agemfey supervisor. More to the subject—Every 
future recruit in our ranks should receive and can receive 
a genuine, well planned field training. This leads me to a 
fearless comparison—as against the Sales Course graduate, 
who must pick his own way through the devious trails of 
practical salesmanship, give me every time the raw recruit 
who has a carefully planned field training to accompany him 
through the first paths of hard experience. Of course, the 
ideal situation is the combination of both, where the graduate 
steps into experiences fortified by his sales course behind 
him, and is led to success by an honest to goodness practical 
field instruction. 

These conclusions have not been reached without some 
logical study of Salesmanship—Life Insurance salesmanship 
is A SCIENCE, it is AN ART, it is A MINISTRY, it is a 
UNIFYING FORCE, it is A CIVILIZER. All of these factors 
are component parts of the successful Life Underwriter, not 
supplements. Of these five focus points, the last three ' can- 
not be covered well by text books or in the class room. They 
need field instruction. 


A. V. Mozingo, Superintendent of Agencies, 
Jefferson Standard Life Insurance Company, 
Greensboro, N. C., in his discussion on “Training 
Agents” pointed out the responsibility of the man- 
ager for the agent’s success or failure as follows: 


The first week the manager spends with the agent has 
more to do with his success or failure than all the rest of the 
effort. It is absolutely necessary that the manager be a good 
salesman, because if several cases are closed the first week 
and the agent makes a hundred or two dollars in commis- 
sions, he is then “on top of the world.” On the other hand, 
if no business is closed the first week, the agent, nine times 
out of ten, becomes discouraged and quits. He feels that 
if the manager who has had several years of experience can 
not sell business, it is useless for him to attempt it. 

I visit each one of my branch offices about every ninety 
days. I advise the manager several days ahead of my com- 
ing, and usually a majority of the agents connected with the 
sflice come in and we spend a day together. At these meet- 

gs we have experience talks by the agents, and each agent 

kes up and we settle any grievance that he has with the 
yranch office or the home office. 

Regardless of how well you select and train agents, they 
will not be 100% successful unless they are properly managed 
and encouraged. In this respect my company is very demo- 
cratic. We hold annual meetings at each branch office with 
all the agents connected with thé office present. At least two 
officers of the company, including the president, attend these 
meetings. At these meetings, as well as at our regular One 
Hundred Thousand Dollar Club Meeting, everybody is “one 
of the boys.” Every officer of my company is willing and 
anxious to mix socially with our agents, and we have a big 
happy family, all striving to help each other. 


Reports 

The following paragraphs taken from Section 1 
of the Report of the Committee on Salesmanship, 
by Edward A. Wood, Chairman, impress on one 
the scope and breadth of the study and investiga- 
tion of life insurance sales and agency problems, 
salesmanship courses and sales helps with their 

attendant excellent results: 
The active interest in general salesmanship is partly indi- 
es ene ae ee of. BB gs that but one 


book on salesmanship existed in 1869. But one other was 
published in the following eleven years, and but four during 


' 








the two decades after 1869. The following decade produced 
6 books, the next 36; and the next, 220. 

Today, the Library of Congress list gives 418 books on 
salesmanship published up to January 1 of this year, three- 
fourths of this number being the, product of the last decade. 
It is probable that not all the books on the subject of sales- 
manship are reported and certainly not all those, although 
on other subjects giving more or less attention to salesman- 
ship. And, new books and, sometimes, better ones are appear- 
ing almost weekly. 

On request, your committee will furnish a bibliography on 
salesmanship. 

There are now 20 magazines published in the United States, 
wholly or chiefly on the subject of salesmanship, many of a 
very wide circulation and of high character. Moreover, articles 
on salesmanship are so frequent in magazines and newspapers, 
as well as in pamphlet form, as hardly to cause comment. 

Eight correspondence salesmanship courses, reporting an 
enrollment during the past year of 35,964, exclusive of college 
and company courses and the Life Insurance salesmanship 
courses, are now available in the United States. 

But, the advances in Life Insurance salesmanship are even 
more remarkable. 

It is only in the last few years that any specific and intensive 
training has been given the life underwriter, and the various 
salesmanship courses and sales helps are comparatively recent 
developments. 

The establishment of the standard course in Life Insur- 
ance salesmanship is a distinct and most valuable mark of 
progress in this field. Since the parent school was started 
in® the Fall of 1919 at Carnegie Institute of Technology at 
Pittsburgh, the first institution of higher learning to adopt 
such training in Life Insurance, a similar course was started 
at the University of Denver in the Spring of 1921, and at 
the New York University in the Fall of 1922. And other 
universities are planning to offer this standard course. 

Besides these universities Summer schools giving the full, 
standard course have been held—for the past two years at 
the University of Oklahoma at Norman, at the expense of 
the state; by the staff of the Carnegie School, at San Francisco 
in 1921, at Los Angeles in 1922 and at the University of 
Washington in Seattle this past Summer; and by the staff 
of the New York University at St. Louis this past Summer 
also. 

All these Summer schools were promoted by the — under- 





writers’ associations of the respective cities, and the great 
interest in them is manifested by the enrollment : 

University of Oklahoma............e.e.e. Summer of 1922.... 70 
University Of GRIGROUIR « 5..0:0:00c0000 cee Summer of 1923.... 35 
San Francisco School............++eeeee00+ Summer of 1921....114 
ee eer ner Summer of 1922.... 112 
St. Louis Life Underwriters’ Course..... Summer of 1923....112 
University of Washington, Seattle........ Summer of 1923....110 


The total attendance at the three whole-time standard 
schools for the school year 1922-1925 and the three Summer 
courses given this Summer was 566 persons, and the total 
enrollment of all the schools since the course was started 
aggregates 1,507 persons. 

Growing interest in these courses is evidenced by the in- 
creasing number of underwriters availing themselves of this 
intensive and invaluable training. Obviously a very much 
larger percentage of the graduates of all these schools will 
succeed and, therefore, remain in the life underwriting busi- 
ness than the same number of entrants given no preliminary 
instruction at all or but the casual training that was the prac- 
tice of the past. Men and women starting with such training 
as is now available will not lightly abandon something to which 
they have given eleven weeks of intensive preparation at con- 
siderable expense. 

The very fact that 64 Life Insurance companies of all kinds, 
sizes and ages throughout the United States and Canada are 
engaged in the study and investigation of Life Insurance 
sales and agency problems, such as is necessary to all real 
progress, is significant and would never have been possible 
years ago. 

This Bureau is a direct outgrowth of the Carnegie Bureau 
of Personnel Research which, in turn has been, and is, in- 
vestigating personnel problems as well as sales problems from 
many classes of organization in addition to Life Insurance, 
adding to and broadening the basis of investigation. 

Ten years ago Life Insurance companies had organizations 
of Presidents, Actuaries, Medical Directors and Counsel, but 
there was no organization to represent the selling end of the 
business, notwithstanding the vital part that that branch bears 
to insurance as a whole. 

Today the Association of Life Agency Officers, organized 
in October, 1916, at Chicago, an outgrowth of the World's 
Salesmanship Congress in which the first executives of the 
Life Agency Officers Association and other agency executives 
of Life Insurance companies had taken an active interest, 
exists and is a powerful aid in directing the selling policies of 
Life Insurance companies in training salesmen and in placing 
the Agency Department of the institutions of Life Insurance 
on a high plane. 

This Association comprises 134 Legal Reserve Life In- 
surance companies in the United States and Canada, and rep- 
resents by its membership the bulk of the new business pro- 
duction of all companies in both countries. 

If the responsibility for clean methods, economy and effi- 
ciency in agency practice rests with the companies, as in the 
final analysis it does, then such an Association of Officers 
directing the field work of so large a group is bound to have 
and will continue to have a very considerable influence on the 
future development of Life Insurance, 


Continued on next page 
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THE NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS—Continued 


The compelling force that the subconscious mind 
plays in the day’s decisions is strongly brought out 
in the following abstracts of Section 2 of the Re- 
port of the Committee on Salesmanship, by J. B. 
Duryea, General Agent, Penn Mutual Life Insur- 
ance Company, San Francisco, California: 


The striking characteristie of 
transformation of the idea into realization is brought about 
by the subconscious mind without the aid of the conscious 
mind. The subject, through his conscious mind, gives his sub- 
conscious mind the order contained in the suggestion; the 
subconscious mind works the idea into reality without further 
aid from, nor awareness of, the conscious mind. The desire 
to act takes place without the subject knowing why, just as 
the multitude of organic functions, such as the assimilation 
of food, the circulation of the blood, the healing of a wound, 
the action of the kidneys, ete., takes place through the direc- 
tion of the subconscious mind, whether we are awake or 
usleep, without the aid or knowledge of the conscious mind. 
Autosuggestion, therefore, is the conscious acceptance of an 
idea from any source, and its realization through the opera- 
tion of the subeonscious mind. (There is, of course, only one 
mind, the conscious portion and the subconscious portion, the 
latter being many times greater than the former. Some writ- 
ers like to refer to these two parts of the mind as “conscious- 
ness” and “subconsciousness,” feeling that in this way the 
reader will not be confused with the thought that an individual 
has two minds.) 

Every thought, or train of thoughts, that completely fills 
the mind tends to find external expression. We yield to sug- 
gestion because we are not built to resist. 


autosuggestion is that the 


The opening lines of the Report of the Committee 
on Relations with Other Organizations, by J. K. 
Voshell, Chairman, indicates the good will that 
exists the National Association of Life 
Underwriters and other organizations. 


between 


Reporting for the 
ganizations, 


Committee on Relations with Other Or- 
permit me to say that our relations with other 
organizations are friendly, reciprocal, and I believe adding 
considerably to our prestige as an organization of merit and 
of distinct value to the welfare and business of the country. 
We have a working relationship with the Chamber of Com- 
merce of the United States, the Life Presidents’ Association, 
the American Life Convention, the Association of Medical 
Directors, the National Credit Men's Association, the National 


Safety Council, and we are represented in Baltimore on the 
Crime Commission by Mr. Ernest J. Clark, who is one of their 
directors. 


The following parts of the Report of the Com- 
mittee on Law and Legislation, by Henry J. 
Powell, Chairman, suggest the extent and power of 
the legislation that has been enacted this year: 


Your Committee on Legislation would report that the 1925 
legislative session has been a notable one, in that more bills 
affecting Life Insurance were introduced in the various state 
legislatures than in any previous year, while fewer such bills 
than usual were enacted into law. ‘This falling off in the 
number of new laws affecting Life Insurance is, no doubt, 
due in part to the cumulative effect of an increased popular 
appreciation of the beneficent purposes of Life Insurance, and 
aun indirect educational result of the rapid extension of Life 
Insurance benefits into every corner of the country. 

Although this was an “on” year when the Federal Congress 
and legislatures in all but four states have been in session, 
the net result regarded from a Life Insurance standpoint is 
quite favorable, since most of the legislation enacted relating 
to Life Insurance has been corrective rather than adverse with 
a continued trend toward uniformity. As a result of cooper- 
ation between the Underwriters’ Committees in the various 
states and other agencies working toward the same end prac- 
tically no objectionable legislation has been enacted this year. 
In one or two instances where new laws would seem to affect 
the Life Insurance business unfavorably, such as the dis- 
allowance of deduction of claims in the Oregon premium tax, 
the final form was really the result of a compromise with 
local influences which were demanding more radical changes. 
On the whole, therefore, the results of the 1923 legislative 
season are gratifying and seem to indicate to your committee 
@ more general appreciation on the part of the legislatures of 
the business of Life Insurance, and it is hoped that this 
attitude will be continued, 








AMERICAN LIFE CONVENTION 
EIGHTEENTH ANNUAL MEETING 
This convention is to be held on October 
18th, and 19th at Hotel Fort 
Moines, Iowa. 


17th, 
Des Moines, Des 

The legal section, of the convention, being h 
at the same place on October 15th and 16th. 

The program (synopsis of which appears below) 
indicates that the meetings will be highly 
ative as well as interesting. 

A particular feature of the first day will be, in all 
probability, the report of the special, committee on 
total disability which is one of the lize 
present day life underwriters. 


inform- 


issues of 


PROGRAM OCTOBER 17TH 
Addresses of Welcome by— 
Hon. Nate W. Kendall, 


Hon. W. R. C. Kendrick, 
Mr. George Kuhns, 


President’s Address 
“Report of Special Committee on total disability” 
“Advertising for Agents” 


Mr. John M. Sarver, President, 
ance Company, Columbus, Ohio. 


“Lapsation and Its Problems” 


Mr. Gordon Thomson, Vice President, West Coast Life 
Insurance Company, San Francisco, Cal. 


OCTOBER 18TH—THURSDAY 


“The Distribution of Life Insurance Assets” 


Mr. Massey Wilson, President, International Life Insur- 
ance Company, St. Louis, Mo. 


“Home Office Buildings” 


Dr. Henry Wireman Cook, Vice President and medical 


Ohio State life Insur- 


Director, Northwestern National Life Insurance Com- 
pany, Minneapolis, Minn. 

Mr. C. E. Johnston, Assistant Secretary, Phoenix 
Mutual Life Insurance Company, Hartford, Conn. 


“Life Insurance, Banking, Citizenship” 
Mr. Walter W. Head, Vice President, American Bankers 
Association, President Omaha National Bank, Omaha, 
Nebr. 
“Optional Settlements” 
Mr. Henry S. Nollen, President, 
ance Company, Des Moines, 
The Scope of Life Insurance” 
Mr. John M. Laird, 


Insurance Company, 


Equitable Life Insur- 
Iowa. 


or 


Actuary, Connecticut General Life 
Hartford, Conn. 

OCTOBER 19TH, FRIDAY 
“QO, Pioneers” 


Mr. Charles 
Field, 


Dobbs, 
Louisville, Ky. 


PROGRAM—LEGAL SECTION 


October 15 and 16, 1923 
Papers will read by the following: 
MR. A. L. BROOKS, General Counsel, Jefferson Standard 
Life Insurance Company, Greensboro, N.C. _ 
MR. WM. ROSS KING, Editor, American Life Conven- 


Managing Editor, The Insurance 


tion Legal Bulletin, Omaha, Nebr. 
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MR. T. J. McCOMB, General Counsel, Atlas Life Insur- 
ance Company, Tulsa, Okla. 

MR. W. W. MOORE, Ist Vice President, Inter-Southern 
Life Insurance Company, Louisville, Ky. 

MR. DANIEL B. NINDE, General Counsel, Lincoln 
National Life Insurance Company, Fort Wayne, Ind. 

MR. B. P. SEARS, General Counsel, National Life Insur- 
ance Company, U. S. A., Chicago, IIl 


R. C. B. WELLIVER, General Counsel, American Cen- 
ral Life Insurance Company, Indianapolis, Ind. 


BUSINESS INSURANCE 
A Significant Indication 

The Journal of Commerce and Commercial Bul- 
letin issues of September 13th, 1923 contained the 
following :— 

A Million Life Insurance for Three Days on Joseph P. Day. 

One million dollars of life insurance has been written on 

the life of Joseph P. Day, the real estate auctioneer, in favor 

of Max Hl. Natanson. It covers today, tomorrow and Saturday. 

On Saturday Mr. Day will hold the last auction of bunga- 

lows and lots in the Sheepshead Bay-Harkness Estate section 

for Mr. Natanson, who regards Mr. Day’s knowledge of Long 

Island real estate and his ability as an auctioneer so highly 

that he concluded to protect himself against financial loss 

which would be suffered if Mr. Day were to die within the 

next three days. The Charles F. Noyes Company, a real estate 

agent for Mr. Natanson, placed the insurance on Mr. Day’s 

life through John F. Huntsman, Jr., of the Starkweather & 

Shepley insurance agency who handle all of the Noyes Com- 

pany’s insurance business.” 

While this particular form of insurance is not the 
kind of protection written by Insurance Companies 
in this country, it nevertheless indicates a demand 


for business insurance. 


LIFE INSURANCE SALES RESEARCH 
BUREAU, 
New York City. 

The Bureau announces as an additional member 
the Manhattan Life Insurance Company of New 
York City. 

This latest addition brings the membership of 
the co-operating companies up to 65. 


FRATERNAL SICKNESS INSURANCE 
@ By Joseph H. Woodward 
Woodward & Fondiller, Consulting Actuaries, - 
43 Cedar Street, New York, N. Y. 

Mr. Woodward read an interesting paper on 
“Fraternal Sickness Insurance,” before the Fraternal 
Association at French Lick, Indiana, August 27, 
1923. 

The subject was covered most comprehensively 
and is worthy of a most careful study. 

We quote merely one paragraph of this interest- 
ing pamphlet of thirty-one pages. 

“1, Extent in the United States and Canada 
Relatively speaking, the existing volume of fra- 
ternal sickness insurance in the United States and 

Canada is small. According to the Consolidated 

Chart the total disbursements during 1922 for 

sickness and accident claims were $4,307,975. 








Of this amount $3,303,498 was disbursed by 13 
societies each paying out more than $100,000, an 
average of $254,115 for each of such societies. 
The remaining $1,004,477 was disbursed by 49 
societies, an average of $20,500 per society. 
Only a relatively small proportion of these 
amounts was disbursed by societies granting dis- 
memberment and other accident benefits and not 
granting sickness benefits. On the other hand, 
a considerable volume of sickness benefits is 
granted by local lodges, with no centralized ad- 
ministration of the sickness insurance, but the 
amount of this is unknown. For our purposes 
it will be sufficiently accurate to note that the 
total sickness claims paid in 1922 were between 
$4,000,000 and $5,000,000. As a rough indication 
of the extent to which the field has been covered 
we may compare this with payments of over 
£8,000,000* or, roundly, $40,000,000, made dur- 
ing 1920 by approved English societies under the 
(British) National Health Insurance Act.” 


* National Health Insurance in Great Britain, 1911 to 


1921, by Henry J. Harris, U. S. Bureau of Labor Statistics, 
1923, p. 86. 





GEORGE B. PEAK DEAD 

George B. Peak, president of the Central Life 
Assurance Society of the U. S. (Mutual), who 
“passed on” August 24th was born December 22, 
1856 on a farm near the town of Warsaw, Kentucky. 
At the age of 19, Mr. Peak entered Transylvania 
University, and by means of his own effort, com- 
pleted the course, preparing himself to enter the 
ministry of the Christian Church, and after gradua- 
tion, he occupied pulpits at Paducah, Kentucky ; 
Bloomington, Illinois; Winfield and Wichita, Kan- 
sas. At the age of 38 a very severe illness forced 
him to give up his chosen profession. 

In 1889 Mr. Peak became a local representative 
of the Equitable of New York in Des Moines, Iowa, 
and in the course of a few months was made the 
Des Moines manager for that company. Mr. Peak 
becoming convinced of the desirability of a mid- 
western company, organized under the Iowa law, 
and in the year 1895, sold, unaided, 250 different 
people $1,000 or more of insurance each in a com- 
pany that was at that time only a plan; and on 
depositing 60% of the first annual premiums of 
such applications, was granted a charter for the 
Central Life, as of February 16, 1896. 

The success of the Central Life is evidenced by 
its record. 

Mr. Peak was not only an outstanding figure in 
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the insurance world, but for years has been a vigor- 
ous leader in all civic improvement enterprises, 
having been the chairman of the Citizens Committee 
of Des Moines; was president of the Christian 
Finance Board of the church of which he was a 
member; chairman of the Board of 
Drake University of Des Moines. 


Trustees of 
His passing has 
created a loss felt in all channels of business and 
civic circles in his home city, and is a loss to the 
profession of underwriting throughout the country. 


FIFTY YEARS OF LIFE INSURANCE 
1872 — 1922 
Through the courtesy of Mr. David Parks Fackler, 
we print on 86 and 8&7 a list of Life 
Insurance Companies doing business in the United 


yages 
db 


States with the names of their respective presidents, 
vice presidents, secretaries and actuaries that was 
published in the January 1872 issue of the “Insur- 
ance Times.” This list is most interesting. 

It will be quickly noticed that of the well known 
actuaries appearing on the list only two are now 
alive, namely, H. W. St. John, the senior actuary 
of the Aetna Life Insurance Company of Hartford, 
Connecticut and David Parks Fackler, the dean of 
the consulting actuaries in the United States. 

Of the one hundred and twelve companies appear- 
ing on the list, only thirty-three have continued in 
business during the whole period of fifty years as 
separate corporations. 

Some companies discontinued business voluntarily, 
some failed, and some were reinsured. It will be 
recalled that many life insurance companies were 
organized prior to 1872, but that only a compara- 
tively few of them operated on what is now known 
as the legal reserve plan. 

The list as published by the Insurance Times in 
1872 did not include all companies notably “The 
Presbyterian Ministers’ Fund,” one of the earliest 
Life Insurance Companies organized. 

An idea of the expansion of the business over this 
period of fifty years is indicated by the following 
figures: 

In 1872 these 33 life companies now operating 
had assets of approximately $265,000,000, and the 
outstanding insurance at that time was $1,500,000,- 
000. 

On December 31, 1922 these same companies had 
admitted assets amounting to $5,808,656,895, and 
outstanding insurance amounting to $33,869,785,633. 

The company making the largest gain is the 
Metropolitan Life Company of New 
York. In 1872 its gross assets were slightly less 


Insurance 
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than $1,500,000, and its insurance in force was only 
$20,546,341. At the close of last year these figures 
were $1,259,850,326 and $7,807,556,957 respectively. 


SIX PROBLEMS OF LIFE 
By Thomas W. Blackburn 

Thomas W. Blackburn (of Omaha, Nebrask 
Counsel of the American Life Convention has re™ 
cently published a pamphlet on Six Problems of 
Life described by him as follows: 

Perfecting an Estate— 

Providing for Dependents— 

Preventing Dependent Old Age— 

Preparing for Disablement— 

Perpetuating a Business— 

Protecting a Fortune.— 

1. How can I build an estate certain? 

2. How can I protect those dependent upon me 
for financial support? 

3. How can I protect myself against total per- 
manent disability and dependent old age? 

1. How can I perpetuate the business already 
established ? 

2. How can I secure to my estate my share of 
the value of this established business? 

3. How can I avoid the loss to the business which 
would be incurred when I have been totally dis- 
abled or called away by death? 

1. How can I protect my present fortune from 
the casualty of death occuring in a period of depres- 
sion in business? 

2. How can I provide for the immediate payment 
of any financial obligations which are unsettled 
when the last call comes to me without previous 
warning? 

3. How will my heirs and devisees meet and rg 
administration expenses, income and _ inheritan 
taxes and other outlays incident to the sudden de- 
parture from earth of the man who made and con- 
served the fortune during his active 
career? 


business 


The answer to all these inquiries can be given 
by any well informed salesman of any legal reserve 
life insurance company. 

“What will it cost?” 

There is no cost. 

You simply make a deposit once a year to your 
credit and the absolute assurance is given you in a 
plain-spoken, unambiguous contract which you 
alone can abandon or revoke. It is a legal reserve 


life insurance contract and that means an agree- 
ment which can not fail of performance if you do 
not yourself abandon or cancel it. 
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REPORTS UPON COMPANIES AND ASSOCIATIONS 








COMMONWEALTH LIFE INSURANCE COMPANY, 
OMAHA, NEBRASKA 


Report of Examination Reviewed 


@: company was examined by the Insurance Departments of 
ebraska, Iowa and Missouri as of July 51, 1922 the report being 


dated December 6, 1922. The financial statement (as of July 31, 
1922) prepared by the examiners in brief was: 


BO ee er Cn ere er $3,257,465 
THOU CUBIC 5. 5ck os cone scswsiccoee saws vens eles ebeweivens 2,824,421 
BOR, ood Sb ce keccerteswasscnpnaesaceresveteecesyes 108,621 
SROUTEMCE Ie BUCCG a i :0:6.66:0:5:0:0:050- cco ceeeesoebwecevieseeies 34,359,484 


Examiner’s Comments—Extracts 
“Mortgage Loans—$1,858,402.58 

“All mortgage loans and attached papers were inspected by 
your Examiners except several loans amounting to $90,500.00 
which are on deposit with the Nebraska Insurance Department. 

“Many matters in connection with these documents required 
attention, and corrections have been made or deficiencies sup- 
plied during the course of the examination. 

“The majority of the loans appear to have a value behind 
them in excess of statutory requirements, but the company does 
not obtain individual or independent valuations which the size 
of some of the loans would indicate was necessary, relying too 
frequently upon the applicant’s valuation supported by neigh- 
boring freeholders, which as was pointed out in the previous 
report, Was in many cases merely a matter of form. 

“Many of the loans mentioned adversely in the previous re- 
port have been paid off since that time, but owing to insufficient 
value of security we have been compelled to again write off as 
non-admitted a proportion of the following: 


192 $607.50 
392 690.00 ¥) 
393 600.00 


“The company's mortgage loan register shows $147,225 of this 
amount to have been acquired from the Standard Life Insurance 
Company of Decatur, Illinois, and $96,500 acquired from the 
Illinois Standard Trust Company of Decatur, Illinois. The ab- 
stracts indicate an additional amount of $127,000 to have been 
acquired from the Illinois Standard Trust Company and the 
Standard Life Insurance Company which shows on the company’s 
mortgage register as having been acquired from Mr. S. O. 
Harvell. 

“Mr. W. K. Whitfield is vice-president and director of the 
Standard Life Insurance Company, also president of the Illinois 
Standard Trust Company and is also vice-president and director 

the Commonwealth Life Insurance Company of Omaha, Neb- 

ska. Section 14 (3179) of Article IV Nebraska Codified Insur- 
ce Laws provides: 

“‘*No director or officer of any domestic company doing busi- 
ness under this Article shall receive any money or valuable con- 
sideration for negotiating any loan for any such company, or 
for selling or aiding in the sale of any property to or by the 
Company, nor shall such director or officer borrow money from, 
or buy from or sell to any such corporation, any property.’ 

“Owing to this fact, together with other information furnished 
us, we deemed it prudent to have the real estate securing a 
number of company’s loans appraised, which have been acquired 
since the date of the last examination. These appraisals are 
now being made under the direction of the Department of Trade 
and Commerce of Nebraska and will be furnished at a later 
date as a supplemental report which may necessitate a change 
in the financial statement. 

“Bank Guarantee 


“The Commonwealth Life Insurance Company carries various 
bank accounts distributed over its entire territory; among these 
is one with the Marchants National Bank of Topeka, Kansas. 
The company carries a regular deposit of $7,000.00. Besides this 
it has guaranteed any and all certificates of deposit which have 
been discounted in the Merchants National Bank at Topeka, 
Kansas, by the company’s former State Agent, Mr. M. A. Nation. 
On July 31, 1922, the certificates guaranteed by the company 
amounted to $56,939.24, This amount we have set up as a lia- 








bility. A copy of the letter guaranteeing these 
hereto attached and marked Exhibit A. 

“On November 27, 1922, the company by resolution authorized 
Mr. W. K. Whitfield to purchase from the Merchants National 
Bank of Topeka all of the remaining certificates discounted by 
Mr. M. A. Nation prior to July 1, 1922. Copy of this resolution 
is hereto attached and marked Exhibit B. 


certificates is 


“Minutes of Board of Directors 

“The minutes of all of the meetings of the Board of Directors 
were reviewed from the date of the last examination up to the 
present time and with the exception of the following require no 
comment: 

“At a meeting of the Board of Directors held September 22, 
1921, the minutes show a resolution, a copy of which is attached 
hereto and marked Exhibit C, authorizing the sale of securities 
in order that the company could purchase a large block of secur- 
ities at favorable rates of interest. The securities to be sold 
were made up as follows: 


Wiret real estate WiOStIARON. 6 6 ivoiiccccicicccé t00sceecs’s 


$105,500.00 
City And Manicipal POM. oc ocss scccivccccovecceves 83,500.00 
OUND a: Ws -eg cores Seinen Dario w oe Basak opwumesaaeees $189,000.00 


“No record is made in the minutes as to who the purchaser or 
purchasers of these securities were, but from information given 
to your examiners, the fact was established that these securities 
were sold to the Standard Life Insurance Company of Decatur, 
Ill., or some of its officers or directors. At the same meeting 
the matter of purchasing the large block of farm mortgages at 
favorable rates was discussed, and Director George I. Parker was 
instructed to examine these securities with the General Counsel 
and the report thereon at a meeting to be held September 23, 
1921. At the meeting held September 23, 1921, securities amount- 
ing to $174,075.000 were presented and George I. Parker was 
authorized to enter into negotiations for the purchase of same. 
There is no record of whom the vendor or vendors of these 
securities were, but from information obtained, the fact was 
established that the checks issued in payment for these securities 
were issued to J. R. Paisley who is president of the Standard 
Life Insurance Company of Decatur, Illinois. The transaction 
involved in the sale and purchase of these securities appears to 
be as follows: 

“The Commonwealth Life Insurance Company gave its checks 
in payment for the $174,075 of securities it was purchasing prior 
to receiving the funds for the securities which it sold, and that 
the purchasor of purchasors used the funds thus received as a 
part of the funds with which to purchase the securities which 
the Commonwealth Insurance Company was selling. In other 
words, there was merely an exchange of securities between the 
Commonwealth Life Insurance Company and certain officers or 
directors of the Standard Life Insurance Company; the consid- 
eration involved being merely a matter of form to convey the 
idea of legitimate sale and purchase. 

“On January 3, 1922 the Board of Directors authorized the sale 
of certain mortgages amounting to $28,300 and the purchase of 
other mortgages amounting to $30,000. In compliance with this 
resolution the company on January 4, 1922 purchased from 
George I, Parker the E. R. Meckleberry loan of $30,000. This 
loan Mr. Parker had previously taken from certain officers of the 
Standard Life Insurance Company of Decatur, Illinois, 
payment for his stock sold to these certain officers. 

“On February 138, 1922, the company purchased from Mr. S. O. 
Harvell mortgages in the amount of $50,000 paying for the same 
by a check of $4,155.40 and with crediting banks as follows: 
Farmers State Bank & Trust Co., Decatur, Ill.... $26,143.20 


as part 


Republic National Bank, St. Louis, Mo............. 10,078.30 
Iowa Loan & Trust Co., Des Moines, Iowa......... 10,663.88 
Making total Journal CHUEIOS......:65..cccccccccveves $46,885.38 


This amount included accrued interest on these mortgages. 
“This method of handling the purchase of mortgage loans is 
rather out of the ordinary. Mr. 8S. O. Harvell is very closely 
connected with the Standard Life Insurance Company of De- 


Continued on page 88 
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CANADIAN LIFE UNDERWRITERS 
, ASSOCIATION 


ANNUAL CONVENTION 


Held at Montreal August 29th, 30th, and 31st. 

The delegates and visitors who attended this 
convention (the 17th Annual Convention) of Life 
Underwriters were impressed with the practical 
helpfulness of the addresses made. 

The registration officials reported the arrival of 
between two hundred and fifty and three hundred 
delegates from all over the Dominion as well as 
visitors from the United States, South America, 
England, Japan and China. 

The meetings in reality were understandable 
lectures on salesmanship and stressed the value of 
co-operation. 

Every Life Insurance man knows that life insur- 
ance in its essence is co-operation, scientifically 
arranged so that it may be applied in a practical 
and business-like manner. 

The programme covering the three days sessions 
was quite strictly adhered to. 

Dr. 
Acting Mayor, Alderman Leon 
Trepanier welcomed the delegates, being followed 

Mr. E. Stuart Taylor (Sun Life) President 
Montreal Association, and T. J. Parkes, President 
Quebec Province Association all of whom delivered 
characteristic and carefully thought out addresses. 


The invocation was pronounced by Rev. 
George Hanson. 


THE PRESIDENT’S ADDRESS. 


Mr. A. E. (Confederation Life) of 
Winnepeg heralded the advantages of Canada and 
the soundness of Canadian Insurance Institutions. 
He said in part: 


Lawson 


“The times may not have been propitious for the extensive 
introduction of new settlers within the last few years, but 
it is now surely time to loudly herald in proper directions 
the advantages of Canada. We need desirable and extensive 
additions to our population as rapidly as they can be as- 
similated, 


“Why not make known, for example, the fact that less than 


14 per cent. of the agricultural land of the West is under 
cultivation; that Canada has more miles of railway per capita 





than any country in the world; that her undeveloped resources 
in proportion to population doubtless exceed those of any 
country; that her institutions of all kinds are objects of pride, 
and that her laws are just? 


“We, as life-insurance field-men, are vitally concerned about 
anything that affects the growth and prosperity of Canada, 
and know that if we are to pick the plums we must help to 
cultivate the tree. 


“Tlomes, humble and grand; business interests, small 
great, had, through the Canadian life underwriters, been 
effectively protected and stabilized that the aggregate 


borne for Canadians today exceeded $3,500,000,000, 


“It is true, that the trade disruption of the last several 
years caused by the extremely disturbed state of affairs, chiefly 
in Europe, has had its effect on production. A change for 
the better, however, in important lines of industry, is reflected 
in the business written in many quarters showing an increase 
over the corresponding period for the year 1922, The business 
of selling life insurance enjoys an increasingly enviable repu- 
tation. The assurances of respected prophets is that the growth 
of our business during the next ten years will prove unprece 
dented.” 


and 
so 
risk 


OUR GREATEST ASSET BY FRANKLIN W. 
GANSE OF BOSTON. 


Mr. Life 


Company, Boston, Mass.) handled his subject in 


Ganse (Columbian National Insurance 


a most able and convincing way. He said the great- 
est asset of Life Underwriters is a “double header.” 
It is the double fact consisting of his client’s (1) 
determination to insist upon his legal rights, (2) 
his inability to them without 


vet professional 


assistance. 

1— The desire of every real man to leave an estate 
to his family. 

2— His tendency to put off taking the necessary 
Steps. 


Continuing he said, “It is the natural tendency to 
put off everything connected with one’s death, the 
best illustration of which is putting off the execution 
of one’s will—one of the most prevalent examples 


of human procrastination. If successful men gen- 


| erally wanted to leave small estates, and always 


_ veloped in regard to our industry and ability. 


kept them checked up and in good order, the assct 
on the claim as so valuable could be carried on our 
books at zero. If the contrary claim is admitted 
we have abundant raw material at hand to be de- 
This 


| development followed three lines: 
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“1—Up to four or five years ago we were all selling life in- 
surance to replace lost earning power in case of premature 
death—mostly providing estates on the installment plan for 
those who could not be sure of them otherwise. This was 
and is most necessary and must go on, but only as a part of 
our real job. 

“2 'Then, a few years back, we began to underwrite the 
needs of our prospects. This was a great step forward, and 
has much to do with the larger volume of our business, be- 
cause we can only cover more and deeper needs with more 
and greater policies. In what I emphasize as a third phase 
1 certainly would be the last to belittle the part which meet- 
ing needs, and making policies fit needs, must always play in 
our future work. 

“3—And yet our broader work, which includes all and more 
than all that we have ever done thus far, is putting estates 
in order, Following the new nomenclature of some other 
lines of negotiating salesmanship, we might call ourselves 


estators. 


“Suecessful men plan their work in advance, They know what 


they owe and how they expect to meet it. Their suecess is 
usually in proportion as they look ahead and plan ahead. But 
they leave their estates, in spite of their deep interest in 


them and their families, unplanned and 
skilful and strong-willed 
estates into the best 


uncertain, unless some 
persuades them to put their 
possible order and to keep them there. 


adviser 


Putting Estates in Order 


“The lawyer usually does this only 


when and so far as his 
advice is sought, and then in a protective, rather than a con 
structive way. His principal work as to his client's estate 
is to make the will and attend to its execution after death. 
But putting an estate in order means a good deal more than 
this. Let us outline the principal steps. 

“1—Making the most of the present estate, no matter how 
small (methods of payment of present life insurance often 
vital). 

“2 Adding new life insurance if necded, based upon real 
needs and carefully fitted. 

“$—Careful study of inheritance taxes on life insurance and 
other assets. 


“4-—Changes in investments, 


location of 
iuries to accomplish best 


results for estate. 


assets and benefie- 


“> Consider advisability of a life insurance trust. 


“6 —Plan detinitely for meeting inheritance taxes and have 
executor and attorney understand wishes fully. 

“7—VPeriodical checking up of estate along all lines in view 
of changes in assets and taxes and possible changes of bene- 


ficiaries, 


“S—Outline investment 
make sure they 


and 


reinvest program 
understand it 


(including 


for family and 


methods of 


payment 
of life insurance proceeds). 
“9? —Consider placing part of 


or whole estate in 


trust 
and children, 


for 
beneticiaries, especially women 


“A fundamental 


proposition as to “putting estates in order” 
relates back to 


our double-headed asset idea. Almost 
successful man, no matter how small his present 
estate, has not put the latter in really good 
react most favorably to offers of intelligent help. As that 
help is given, with real knowledge and skill, the fact always 
becomes apparent, in fact usually forces itself to the front, that 
the estate needs either enlargement or protection, 

“In such a 
way to 


every 
income and 
order, and will 


often both. 


you suggest the absolutely best 
it? Then are you willing to 
qualify yourself for such professional service and thus through 
“our greatest asset” increase both 


juncture could 
enlarge and = protect 


your own and your client's 
eash 


assets.” 


Andrew McBeth (Mutual Life of Canada) oi 
Regina, and E. C. Bruck (Mutual Life of Canada) 
of Hamilton gave practical illustrations of “Keeping 


supplied with Prospects” in rural districts and 
urban districts, respectively. 
Mr. McBeth classified his address under the 


following heads :— 
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“Securing your prospects,” 
“Introductions from Policy Holders,” 
“Straight Canvassing,” 
“Securing Prospects from Claims,” 
“To cover debts.” @ 
The points made by both men were particularly 
informative. 
H. W. 
Toronto) 


Manning (North American Life _ of 
the convention on how to 
handle a prospect list and classified his subject as 
follows :— 


addressed 


“Classification of Prospects,” 

“Securing the Required Information,” 

“Elimination of Improbables,” 

“Classifying list for Locality and Time,” 

“Keeping records of Calls and Progress.” 

Mr. Manning’s address was a systematic explan- 
ation of a practical system. 

The second day of the convention was opened by 
Mr. Ganse giving a practical demonstration as to 
how to make policies fit. His comments 
decidedly to the point and were significant. 

Mr. E. J. L’Esperance (Imperial Life of Mon- 
treal) followed Mr. Ganse with an instructive and 


were 


illuminating address on monthly income insurance. 
The importance of this phase of insurance was 
most clearly painted by Mr. L’Esperance, which 
undoubtedly will prove of material benefit to many 
future beneficiaries of Life Insurance. 
talks were made on the 
assistance of the agency to the agent and visa versa 
which contained many valuable suggestions. 


Several illustrative 


ANNUAL BANQUET 


The feature of the second day was the annual 
banquet which was a decided success. 

Mr. Lawson, the retiring president of the asso- 
ciation presided and acted as toastmaster. He was 
given a great ovation for the work accomplished 
under his administration, and was presented with 
a diamond pin; the presentation speech being made 
by Homer Bipond. 


Speakers at the banquet were T. B. Macaulay, 
President of the Sun Life Assurance Company of 
Canada, B. K. Sandwell, the Hon. N. Perodeau, 


welcomed the delegates on behalf of the 
Provincial Government. F. W. 


who 


Ganse of Boston 


and Edward Morwick of Hamilton also spoke. 
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The address of Mr. Macaulay was listened to 
intently and was fully up to the standard of this 


well known underwriter. One of the main points 


emphasized by Mr. Macaulay was that the work of 
Life Insurance Salesmen was “philanthropy reduced 


oe a business basis.” 


The subject of Mr. Macaulay’s address was “The 
Social Effects of Life Insurance.” He took a broad 
view of his subject and kept it on the high plane 
it deserved. 

Among other things he stated 


The Social Effects of Life Assurance, deal with the 
broader phases of life, and the necessity for better 
education to train the young people of Canada for 
the struggles of life. He spoke of the number of 
poverty-stricken people in the centres of population 
and the many in the prisons and reformatories who had 
taken to a life of crime largely because they were im- 
properly equipped for the battle of life. In considering 
these stunted characters, the mistakes of our system 
of civilization, every right-thinking man desired to 
do what he could to banish such evils from the world. 


Present Better Than Past 


Everybody, admires the noble work of those who 
devoted their money and energies to the many forms 
of educational and uplift work that has beén carried on 
for the betterment of society. There was a sentiment 
of brotherly helpfulness that was in strong contrast 
to the spirit of a century ago, and this sentiment ac- 
counted for much of the success of the movements he 
had alluded to. Even in ordinary living conditions 
there has been such an improvement that the poor to- 
day enjoy comforts and privileges which even the 
wealthy could not command in the middle ages. “The 
present is vastly better than the past,” he said, “and 
the future promises to be vastly better than the 
present.” 

There was, however, a well-defined limit to what 

could be done in bettering social conditions by work- 
@ for the community as a group. The social unit 

was the family, and the overwhelming influence on the 
future of our children came from the home. But over 
almost every home hung the dread that the bread- 
winner might be laid low, and his family plunged into 
grief, plus proverty, with the breaking up of the home 
and the necessity of both mother and children being 
sent to work. 


It is estimated that in the United States and Canada 
370,000 married men and widowers died each year. 
“This means that today and every day approximately 
1,000 husbands and fathers die. At a conservative 
estimate at least 400 of these daily cases die without 
sufficient accumulated savings and with children not 
old enough to support the family, so that the home has 
to be broken up. Thousands of such cases happen daily 
and the tragedies are as real as in the cases we our- 
selves see. 


The remedy for all this sorrow and suffering, is in life 
insurance, which spread the burden and relieved the 
suffering of thousands. It is this phase that made life 
insurance the noblest of callings and the one most 
laden with potential blessings to the human family. 








Better Cared For 


The life insurance in force in Canada at the close of 
last year, was $3,173,000,000,which meant that during 
the next 40 or 50 years over three billions of dollars 
would be distributed to policyholders or their heirs to 
alleviate distress. This was true, because for every 
policy that lapsed one or more was taken out. This 
was a great thing for Canada and bore out his conten- 
tion that life insurance: was simply philanthropy put on 
a business basis, carrying such general blessings that 
compared with it, charity seemed insignificant. 

Making every allowance, with a calculation of five 
for each family, the average life insurance on heads of 
homes in Canada was $1,600. This was a surprising 
achievement, and meant that the widows and orphans 
of the future would be much better cared for than in 
the past. 

But impressive as these figures were, they were 
inadequate, since with the best investment they would 
only mean an average of $96 a year, a small replace- 
ment of the earnings of the husband or father to keep 
a home together. This was further emphasized by the 
fact that the average was swelled by large insurance 
for the wealthy and little or nothing for the multitude. 

Life insurance could mitigate many evils and much 
suffering, and it was their duty to spread these bless- 
ings much more widely for the protection of future 
widows and orphans. It is this beneficient aspect of 
their work, that should animate every insurance man 
in pursuing his calling, which is really carrying out 
a divine mission for the benefit of society. 


On the closing day, Lt. Col. I. P. Rexford, 
General Manager of the Crown Trust Company 
of Montreal delivered a_ short 
Insurance and Estates.” 
his applications. He showed where proceeds of 
Life Insurance Policies had 
made the estate and very many instances of 
large estates which were composed for the most 
part of policies. 

Mr. Beaudryleman, general manager of the 
Banque d’ Hochelaga praised the work of the Life 
Insurance agents and complimented Life Insurance 
Companies and stated he was glad of the fact that 
people gradually were coming to know the impor- 
tance of saving in one or both of the two ways, 
through insurance companies and by means of the 
bank. 

The 


address “Life 


He was very happy in 


on 


in many instances 


in 


importance of business insuranice 


was 


‘ handled in an engaging way by J. Beverly Robinson 


and Duncan S. Robinson. 


Mansur B. Oakes (President of the Insurance 
Research & Review Service) of Indianapolis, Ind. 
read a most able paper on mental attitude. Mr. 
Oakes’ paper really should be committed to memory 
by all soliciting agents. 
into four parts, namely »>— 


He divided his subject 


1.—The value of right mental attitude. 
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2.—How to create right mental attitude. 
3.—How to sustain right mental attitude. 
4.—How to capitalize right mental attitude. 


A few of the points made by Mr. Oakes were :— 


“The Price of Success 
“To ereate the right frame of soul and mind, one must come 
to see that if is his duty to suceeed. It is not a duty to be 
wealthy but upon mankind is put the obligation to make the 
most of his trusteeship. The man who buries his talents was 
condemned and a forfeiture put upon him two thousand years 
ago, 


“The Law of Determination 


“Success al the end of an hour or a day or a year is affected to 
a large degree by the manner in which the law of determination 
is ealled into play through mental attitude and physical fitness. 

“The law of determination does not stop in its effeets with a 
proportionate increase according to determination. The increase 
is multiplied by a ratio that gains size much after the order of 
a rolling snow-bal! 


“A Definite Success 

“Tt is possible today, to ‘project 
to determine where we want to be 
the things we want to have accomplished in the meantime. 
if we will chart these desires, fixing periods where they are to 
mnture, and will chart the road backward by years and months 
io today we will have before us a straight road to vietory—a 
road that we can travel by meeting the allotinent for each month. 


one’s desires into the future, 
twenty years from now and 


“Material Conditions Do not Control 

“Material conditions are not the 
the easiest thing in the 
different 


controlling conditions. It is 
world to say that if one were only in a 


territory or represented anoth r company or had a 
different class of prospects that failure would be turned. to 
Weces This is not true. 

“Pailure results from omental attitude and personal equipment 
that spells failure. Suecess resuits from the 


right menta! attitude 
that builds the personal equipment and 


a definite 


right then uses it for 
stce Ss 


“An Enthusing Story 
“Very few men and women know that life insur- 
ance 1s not a product of one company or another— 


Vell them in 
simple language that it is a social plan—just as 


nearly perfect socialism as the world will ever see. 


as a make of shoes or automobiles. 


“Vell them that all companies work on the same 
general formula and that the management of each 
company is supervised by the government and all 
records and investments checked and _ scrutinized 
at frequent intervals by the government. 

“Tell them that the plan is the gigantic success 
it has attained because the vast accumulations of 
capital make is possible to invest the money along 
definite lines to such an advantage that the cost of 
doing business after the first year of putting the 
business on the books is practically absorbed by 
the savings in the bigness of the transactions as a 
whole. 

“Tell them that at the lowest possible 


cost, a company acts as fund manager for 


service 
all the 
policyholders, writing the contract and measuring 
the deposits so that whatever the policyholder most 
desires in this world he can assure—whether it be 
a certain income for his wife as long as she lives— 
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a home for the kiddies until they are grown—higher 
education for the children—an income for old age— 
an endowment for a hospital—or a trip abroad ten 
years from now. 

“And all this is assured by the massed funds that 
pooled together are building the highways, that arg 
building skyscrapers and homes and protecting nD 
roofs above those homes, that are enabling the 
farmers to secure credit and that are providing 
funds for government emergencies—and when the 
day comes for which the policyholder has an assured 
savings, the money is ready to carry out his plans 
—and when the big emergency comes and all else 
is blackness, love opens the door to a flood of light 
on funds provided to carry out the cherished plans. 





“Assured Advantages 


“It is the only system in the world that enables a man to secure 
these assured advantages—and it is open to men and women of 
good health and good morals to the extent of the mental attitude 
that you arouse—for with the right mental attitude on your 
part and the part of the prospect, he gets a glorified picture 
of the possibilities, he becomes a happier man and under a 
budgeted life he expands in earning capacity, he builds his 
program of life and he insures its completion.” 


The closing address of the 3rd day was made by 
Hon. James C. Tory, general manager of agencies 
of the Sun Life Assurance Company of Canada, 
his subject being the evolution and present trend 
of the business of life insurance. 

Mr. Tory spoke extemporaneously and painted a 
vivid picture of the business that held the close 
attention of all present. He kept the audience on 
their toes and was frequently interrupted by ap- 
plause. His address clearly demonstrated his value 
as an agency man and proved that the programme 
committee was wise in selecting him as the closing 
speaker of the three days convention. 

Officers elected for the ensuing year are %@ 
follows :— 


Honorary president, A. E. Lawson...... Winnipeg 
President, Edward Morwich............. Hamilton 
Vice-presidents: Alberta, George W. Clark. Calgary 
British Columbia, J. W. Hudson........ Victoria 
Saskatchewan, R. M. Curry.......... Saskatoon 
eens, A. Ba POR on cveeveweanes Winnipeg 
Outarto, 1... BF. Bedwe®ll. .... 50s ccsevces London 
(heetec, A. Gi. TIAGO s 66.5.ne ceicecunes Montreal 
New Brunswick, John MacKinnon...... St. John 
Nova Scotia, O. P. Goucher......... Middletown 


Prince Edward 


Island, W. G. 


ROO 6 ois Hepa a cdomiat nereeyee ed rewee Charlottetown 
Honorary secretary, William May, jr..... Toronto 


Winnipeg was selected as the place at which the 
1924 Convention is to be held. 
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COMMONWEALTH LIFE INSURANCE COMPANY—Continued. 


eatur, Ill, and these mortgages, which he sold at this time to 
*the Commonwealth Life Insurance Company of Omaha, were 
formerly the property of the Standard Life Insurance Company 
of Decatur, Hlinois. The endorsement on the check for $4,155.40 
is as follows: ‘S. O. Harvell, per ‘P’.’ 

“On March 24 and 27, 1922 respectively, the company purchased 
from Mr. 8S. ©. Harvell two additional blocks of mortgages, 
which transactions were of a similar nature to the preceding one. 
The checks given Mr. Harvell on these two transactions were 
endorsed ‘S. O. Harvell, J. R, Paisley’ and ‘S. O. Harvel, Stand- 
ard Life Insurance Company’ respectively. ’ 

“It appears that these transactions were handled through Mr. 
Harvell to conceal the real vendors of these mortgages. 

“On March 6, 1922 the company purchased from the 
Standard Trust Company an KE. R. Meckleberry mortgage of 
$40,000 and their check for $40,816.66 covering mortgage and 
accrued interest bears two endorsements, as follows, ‘Standard 
Life Insurance Company,’ ‘IHinois Standard Trust Company, by 
J. R. Paisley.’ This latter endorsement is made in ink and does 
not bear the ordinary endorsement of the Illinois Standard Trust 
Company. 

“On March 14, 1922 the company 
ard Life Insurance Company a mortgage loan of $10,000 and on 
April 17, 1922, a loan of $44,000. 

“On May 12, 1922, the company purchased from J, Cade Stewart 
a mortgage loan of $42,500 giving their check for $42,884 ineclud- 
ing accrued interest, which check is endorsed ‘J. Cade Stewart 
J. R. Paisley.’ 


Illinois 


purchased from the Stand- 


Frans Nelson 
1921, the directors approved a_ resolution 
providing for the employment of one Frans Nelson, former pres- 
ident of the Commonwealth Life Insurance Company, as ‘Chair- 
man of the Conservation Committee’ at a salary of $10,000 per 
annum. 

“Mr. Nelson does not have any departmental office in the gen- 
eral office of the Commonwealth Life Insurance Company and, 
in fact, is living at Long Beach, California, where he is operating 
a building and loan association. He has not, nor is he at this 
time, giving any of his time to ‘conserving the business’ of the 
Commonwealth Life Insurance Company and from information 
obtained by your examiners this salary is in reality part pay- 
ment for his stock sold to the officers of the Standard Life Insur- 
ance Company, and it was not intended that Mr. Nelson should 
devote any of bis time to ‘conserving the business’ of the Com- 


monwealth Life Insurance Company at the time this resolution 
was passed. 


“On September 26, 


“At the meeting of September 23, 1921, the matter of employing 
an actuary to take the place of Mr. Huenergard was discussed 
and Mr. T. C. Rafferty was emploved at a salary of $300 per 
month until further order of the Board of Directors; Mr. Raf- 
ferty to fill the office of actuary beginning October 1, 1921. At 
this same meeting Mr. Frans Nelson tendered his resignation 
as president of the company and the same was accepted since Mr. 
Nelson had disposed of his stock. Also at this same meeting Mr. 
C. S. Whitfield was elected to fill the vacancy occasioned by the 
resignation of Mr. Frans Nelson from the Board of Directors. Mr. 
F. J. Uehling also presented his resignation as secretary of the 
company, Which was accepted. Mr. Uehling 


was then elected 
president to fill the vacancy caused by the resignation of Mr. 
Frans Nelson, Mr. C. 8. 


Whitfield was elected secretary to fill 
the vacaney created by the resignation of Mr. F. J. Uehling. 
The salary of the president was then fixed to $833.33 per month 
until further order of the Board of Directors, At this same 
meeting the following banks were authorized as depository banks 
for the Commonwealth Life Insurance Company: 

Farmers State Bank & Trust Co., Decatur, IIL. 
Republic National Bank, St. Louis, Mo. 
lowa Loan & Trust Company, Des Moines, Iowa. 
Mr. C. S. Whitefield was also appointed a member of the exec- 
utive committee to take the place of Mr. Frans Nelson. 


Agents’ Contracts 

“All of the contracts between the 
agents were inspected and it 
which the company pay 
25% double indemnity. 
800% 


company and its various 
was found that the commissions 
range from 50% to 80% graded with 
However, most 
contract have been switched to the Standard Life Insurance 
Company of Decatur, Illinois, but the agents still receive their 








of the agents holding - 





renewnls on business which was written prior to that time. The 
company has various officers of the various banks who act as 
agents. To these agents the commissions paid range from 50% 
to 60%. The company also gives the bank a contract whereby 
the company agrees to deposit a certain sum of money which is 
to be increased according to the amount of insurance written by 
these agents. 
Dividends to Stockholders 

“On June 15, 1922, the company disbursed a 10% dividend to 
its stockholders which dividend has been declared in 1921. Th 
company’s records do not show that Mr, J. R. Paisley, who is 
president of the Standard Life Insurance Company of Decatur, 
Illinois, as a stockholder of the Commonwealth Life Insurance 
Company. However, check No. 42987, which is in the amount 
of $156.00 and is for dividend No, 7 shows that Mr. Paisley is 
one of the payees. This check bears the notation “To George I. 
Parker.” Also check No. 42997, which is for $306.00, and is 
for dividend No. 7, Mr. Paisley is one of the payees. This check 
bears the notation, ‘fo Clarke O’Hanlen.” Your examiners feel 
that since Mr. Paisley is not a stockholder of record that he 
should receive no benefits of any dividend paid by the Common- 
wealth Life Insurance Company. 

“The following schedule shows the increase in capital, con- 
tribution to surplus, dividends paid on outstanding capital for 
each year from the inception of the company, and the amount of 
outstanding capital on December 31 of each year and on July 
31, 1922. 


Capital Stock 











Dividends 
Increase in Decrease in Contribution Paid up paid 
Year Capital Capital to Surplus Capital on Stock 
TID 4«69SROO FUEOD ln cc ecccces $105,598.63 $169,255.00 wwmbne wees 
1911 2EWE MESS: ea epanae aarerewan Sk eescseees 
MO. -awsadcheee  veasuemes > peasmneie BOD ZEB SR ccccsccces 
De) Geedeekess. .eees . ‘ sedate 160,255.00 ..ccscceee 
ees ae éqewe coaecoeece 169,255.00 ee re ee 
1915 pebewee 69,255.00 etaiewnaes 100,000.00 eccccccove 
re Coeeweenee ‘ ovwee 100,000.00 5,988.60 
Shen bevne Ceinesnone | Saeew — 100,000.00 8,003.00 
Rr ee a ee ee 100,000.00 10,000.00 
BM. ececmcpuraiaavee weheneee - eewiermtemes 100,000.00 10,000.00 
ED, eacwiwartace, — seauegmaieraee eo ee eewee 100,000.00 10,000.00 
EEE eeneeeeewe seeTEReTee 86©6seerene Swe 100,000.00 10,000.00 
BOE Senededes< «=. reaereannes sensewee ‘ 100,000.00 10,000.00 
$169,255.00 $69,255.00 $105,598.63 $63,991.60 
Death Claims 
“The papers in connection with all compromised 


or scaled 
claims were reviewed and with the exception of the war claims 
mentioned in the previous examination report, all claims are 
promptly and equitably settled. 


General Comments 


“The report of the previous examination contained a num 
of recommendations as to the accounting systems of the com- 
pany and the general conduct of its business, Since that time, 
the officers in charge of the affairs of the company have appar- 
ently operated on the assumption that the reinsurance agree- 
ment between the Commonwealth Life Insurance Company and 
the Standard Life Insurance Company would be consummated 
within a very short time and that these recommendations would 
be compiled with at that time. We find, therefore, that practi- 
cally no change or effort has been made to comply with the 
recommendations contained in the last examination report. 

“In order to again bring these to the attention of the officers 
without the necessity of going into minutiae, we will enumerate 
the various subjects which were more fully in the 
previous examination report. 

1. “Premium notes should not be carried as Bills Receivable. 

2. “Premiums notes voided by lapse should be so carried and 
not charged to ‘Uehling Special.’ 

3. “The $100 Liberty Bond which is missing should be replaced. 

4. “Accounts in Omaha banks should be kept separately from 
eash in office. 

5. ‘Agents’ balances should not be carried in the commission 
account, but should be carried separately and shown in the 


discussed 


trial balance as a separate account. 
6. “The Jones account in the amount of $8,740.00, which repre- 
sents commissions on insurance written paid to officers of the 
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company in violation of the Nebraska statute should be refunded 
to the company. 

7. “Complete entries showing the company’s transactions with 
reference to coupons and dividends should be kept. 

& “Double Indemnity and Total Disability premiums should be 
kept separately. 

9. “Accrued interest paid in the purchase of mortgage loans 
should be kept separate from the interest received on mortgage 


loans. 
10. “Notice of death losses should be entered in the Death 
laim Register when notice is received and not held as the 
company does at the present time until final payment 1s paid. 

11. “Surrendered policies should be cancelled across the face. 

12. “Stock certificates when transferred should be cancelled. 

13. “A bond should be obtained upon stock certificate No. 685 
which has been lost and was reported in the previous examination 
To secure a bond for Jost certificates is a requirement of the By- 
Laws of the company. 

14. “There should be a refund made to the company of $219.14 
for the excess of the amount paid to officers for the purchase of 
Liberty Bonds over and above their market value at the time of 
purchase. 

15. “There should be a deposit made with the Nebraska Insur- 
ance Department for the reserve on policies issued by the Com- 
monwealth, form No. 214 which guarantees the deposit of the 
reserve on these policies with the Nebraska Insurance Department. 
The reserve on these policies on July 31, 1922 
$412,485.00.” 

The report was signed by F. J. 
Representing trade and 


amounted to 


Haight, Consulting Actuary 
commerce State of Nebraska; Guy G. 
Patton, Special Insurance Examiner for State of Nebraska; Roy 
F. Long, Examiner for State of Iowa; H. J. Farrington, Special 
Examiner for State of Missouri; who were assisted by H. J. 
Van Aken of the Iowa Department, F. B. Henza and Mr. Ralph 
McClurg of the Nebraska Department. 





COASTAL LIFE INSURANCE COMPANY, 
BAMBERG, S. C. 
Report of Examination Reviewed 
This company was examined by the Insurance Department of 
South Carolina, February 13, 1923. 


The financial statement as prepared by the examiner in brief 
shows: 
Total admitted 


as k6c aes ds teninettweaneesaen $17,404.05 
BOO. BOI a iiciciee tise wens ecbewte se camdaecuacencane 1,500.00 
Ce is aS. 6 Saad aGticesa an weheshedemse boas oeeeees 15,000.00 
SS. kG. SNe Sacer e ewes Sub ee oaen te au eraie 904.05 


Examiner’s Comments—Extracts 

“The Coastal Life Insurance Company was organized January 
31, 1921 with a capital stock of 600 shares of a par value of 
25.00 a share, the purpose of the corporation being to conduct 
a life, health and accident insurance business as prescribed by 
} insurance laws of South Carolina. 

‘The by-laws provide for the election of twelve directors to 
hold office for the term of one year. The Board of Directors 
at the meeting held after each annual meeting of the stock- 
holders are to elect a president and a vice-president, who shall 
hold office for one year. Section twelve of the by-laws provides 
that the treasurer shall be elected by the Board of Directors, 
but no time for the election and no term of office are provided 
for. The duties of the secretary are stated, but no provision is 
made for his election. 

“The minutes of the Board of Directors’ meetings do not show 
that any one has been authorized 6r designated to sign checks 
or vouchers and official documents. 

“One of the vital needs of the company is centralized eon- 
trol. The financial part of the business is conducted from the 
office of the treasurer, the underwriting by the Home Office 
under the direction of the president, and the work of the two 
departments is not co-ordinated. Transactions are effected by 
one department without the knowledge of the other. 

“Due largely to the condition referred to in the preceding 
paragraph, the company does not keep a complete set of books. 
There is no ledger record, no control or summary accounts. The 
officers know in only a general way what the actual condition 
of the company is at any given time, unless the trouble is taken 


to assemble the figures from scattered records and data from 
various sources. 
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* “The requirement for Domestic Industrial Life Insurance Com- 
panies making it incumbent upon the company to have ‘one or 
more persons with experience in such business and competent 
not only to keep its books and records, but to make a valuation 
of its policy contracts’ has not been complied with. At least, 
it isn’t the practice of the Coastal Life to keep sufficient books and 
records. There is no reeord of policy contracts to form a basis 
for valuations. It would be exceedingly difficult to 
record (as required by the annual statement to the Insurance 
Department of new policies issued during the year, of rivals 
and increases, or of those ceased by death, lapse, surrender, ete. 
To secure the information necessary in making a valuation of 
policy contracts, it would be necessary to examine each applica- 
tion in the files containing applications for policies that are 
still in force. The company does not know at any given time 
the total amount at risk. At the date of this examination there 


secure a 


was in force an amount slightly in excess of $400,000.00. This 
figure was approximated from an unchecked addition of the 


applications of policies in force.” 





FRATERNAL AID UNION, 
LAWRENCE, KANSAS 


This society announces that in perfecting plans for handling its 
increased protection it has established: 

“First, the creation of an Executive Committee, composed of 
four members of the Advisory Board, with the Supreme President ; 
and second, the naming of the General Field Manager to assist 
the Supreme President's department in stimulating and expanding 
business-getting methods. The Executive Committee will meet 
once each week to handle and speed up routine matters between 
the monthly meetings of the Advisory Board. 

“Owen M. West, for several years the association's manager at 
Kansas City for the Central Division, has been given the ad- 
ditional title of General Field Manager. Mr. West has been in 
closer relation to the general operations of the association in its 
organization department than any other man, and his choice to 
take on the broader service of supervising the work of the entire 
field force _throughout the country is logical and appropriate.” 


HOME LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 

This company was examined by the Insurance Department of 
New York as of December 31, 1922; the report being dated July 
6, 1923 

The financial statement as prepared by the examiner differs 
somewhat from the ffhancial exhibit as published in Best's Life 
Insurance Reports 1923 edition, pages 295-298, both inclusive as 
listed below. 


Examiners Best's (1923) 


Report Reports 
TE GE © o.kv hove Sh hase ec ekt $45,899,611.00 $46,253,715.00 
SI Ss. ov: SESW e reese lhc mnstee teens 1,253,091.12 1,555,284.00 


Examiners Comments—Extracts 
History 
“The Home Life Insurance Company was incorporated as a stock 
corporation April 30th, 1860, under the laws of 1853, Chapter 463 
of the State of New York, and commenced business May 1, 1860. 
“In July 1916 the company was re-incorporated as a mutual 
life insurance company, in accordance with the provisions of 
section 52 of the New York Insurance Law, and was authorized 
to make such contracts of insurance and annuities as are provided 
for under subdivisions one and two of section seventy of the in- 
surance law, 
“A comparative statement of the earnings on the 


investment 
follows +: 


Year Receipts Expenditures Net Income Earnings 
1919 $120,948.72 $69,481.37 $51,457.35 3.43% 
1920 142,183.14 89,228.08 52,955.06 3.58% 
1921 157,903.78 89,397.44 68,506.34 4.57% 
1922 160,454.93 89,997.52 70,457.41 4.70% 


“The gradual improvement in earnings has resulted from the 
increase in rents, averaging 25%, in accordance with the schedule 
adopted in 1919 for leases expiring in the year 1920,1921 and 1922. 


(Continued on next page) 
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HOME LIFE INSURANCE COMPANY—Continued 
“The mounting cost of operation was due to conditions beyond 


the control of the company. 


“Mortgage Loans 





“The company’s investment in mortgage loans has increased 
as follows: 
“Loans outstanding December °1, 1918........... $7,003,177 
Loaned Repaid 
MN. da Wemncxdareenwnaene $1,027,935 $716,050 
Pe rer ere eee 1,187,000 909,257 
eee eer rt te ree 1,788,500 1,150,560 
SEs b boa bewteveennccedss 2,972,000 1,622,155 
$6,975,435 $4,398,022 
---- 2,577,413 
“Loans outstanding December 31, 1922........... ° $9,580,590 
“A division of the loans according to their yield follows: 
Rate 
Abed tin teanrnintaeh wane orneeee $165,000 
Resi We chah hort heteoutniws wien 8,590,790 
Ee Tn re 788,800 
ACR RAR ene Dawe 2.5 
SCREW RRENEAEOtES CF eRe ORS OES 33,500 
$9,580,590 
“Disability Features 
“Under the present disability clauses, the disability is deemed 
to be total whenever the insured becomes 


wholly disabled by 
bodily injury or disease so that he is prevented thereby from en- 
gaging in any occupation and performing any work for compen- 
sation or profit. The disability is presumed to be permanent 
after the insured has been continuously and totally disabled for 
not less than three months and during all that period prevented 
from engaging in any occupation and performing any work for 
compensation or profit. 

“Disability annuity benefits are limited to policies not in excess 
of $10,000 in all on any one life. 


“Double Accident Indemnity 


“In February 1920 the issuance of the double accident 


indem-— 
nity clause was authorized. 


A charge of $1.25 per $1000 for ordin- 
ary life policies and a corresponding charge for other forms of 
policies was fixed. The indemnity is limited to $10,000, 

“The clause may be issued on all policies, except those sub- 
ject to rating on account of occupation. 

“All claims for disability received in 1922 as recorded in the 
notice hook were reviewed. The claims are handled by the com- 
pany in a fair and liberal manner. 

“The reserves for disability benefits incurred were verified. 
“The company has experienced gains in surplus from its disa- 
bility and additional accidental death benefit business as follows: 


DK. « & 6 Shagkeweerekenesdedntenenueventerwentnes $18,715.76 
kis a Mianneiervhaeneehc hee mans Hamee ane cence 3,121.61 
NL: oy seubbG ands eeneuaeise eee eets Jivdeueeues . 30,362.76 
BE +. 6 Sndecewezevenimeseeunes Chev cesweserwene . 20,039.00 


“Dividends 


“Annual dividends: The liability for dividends declared on and 
apportioned to annual dividend policies payable to policyholders 
to and including December 31, 1923 has been provided for in the 
company’s financial statement for the year ending December 31, 
1922. The estimates therefore were verified by the examiner. 

“The formula for the caleulation of the annual dividends con-— 
sists of three factors and the factors during the preceding four 
years were as follows: 

Amount 
exposed to 


Loading risk per $1000 


Interest 






1919 3% 1.6% $1.20 

1920 4.25% 1.00 

1921 o + .25% 1.00 

1922 25% 4.6% 1.20 
“In the apportionment for the year 1923 


the mortality factor 
has been increased to $2.25 per $1000, 

“Deferred dividends: 
participate annually 
dividends are 


policies providing for deferred dividends, 
the surplus of the company. and such 
by the company and accumulated until 
the expiration of the deferred period provided the policy is con 
tinued in force as a premium paying policy. The 


in 
retained 


accumulation 


























factor in use is the single premium for pure endowment insurance 
assuming 314% interest and a death rate of 85% of the American 
Experience Table of Mortality. The factor has been in use for 
some years past. 

“Agency 

“The operations of the company are limited to the United 
States and the Canal Zone. The business is directed by the third 
vice president, George W. Murray, and is organized on the 
general agency system. There are approximately sixty aie 
general agents. 

“Pursuant to the agreements with its general agents, the com- 
pany furnishes suitable office facilities, makes allowances for 
clerk hire and incidental expenses and in some instances for 
traveling expenses. In certain offices, the cashiers are under 
contract with the company. Certain agents receive supervisors’ 
salaries, and in this event their contracts provide for reduced 
renewal commissions, being but two-thirds of the regular re- 
newal commissions, 

“Compensation of Agents 


“The compensation paid general agents is fixed by their con- 
tracts. It is based on certain percentages of the annual premium. 
The first year commission depends on the plan and the amount 
of insurance, the maximum percentage being 55%. Commissions 
upon renewal premiums consist of nine renewals at 744% in case 
of policies other than short term endowments. Thereafter a 2% 
collection fee is allowed. On that year’s business in which the 
agent places $200,000 or over, of paid for business or its equiva- 
lent in premium income on the basis of $35.00 per thousand, the 
agent is entitled to five extended renewals of 5% in lieu of the 
collection fee. The contracts of a few agents provide for a 5% 
extra first renewal commission in lieu of such extended renewals. 

“In the event of the discontinuance of the general agent's 
contract, the unpaid portions of the first nine renewals and of the 
five extended renewals are subject to a deduction of 244% and 
144% collection fees respectively. 

“The ratio of renewal commission expense to renewal premium 
income has shown a decrease for several years past: 


ae ee eT CT ee TT Mm 
1919 Ceccesveceseeseeoesees seccecesccccocccess G6.CIB% 
1920 scSvevecseccesrcsesscedceccecesecences CENTS 
1921 cscovvceebess soccccccccccccccsccccccosoocs: § G.408% 
BEONS 6-6 % Seweliccckanereteuaunrn easton coccccccccccs 6.405% 


“Conclusion 


“The financial condition of the company has satisfactorily im- 
proved since the date of the last departmental examination as 
revealed by the comparative statement of the gains and losses 
hereinbefore set forth. Furthermore, the company has increased 
its reserve for dividends apportioned to annual dividend policies 
from eight months in the 1918 statement to twelve months in the 
1922 statement.” 

Report was signed by Raymond Harris, Examiner. 


( 


LIVERPOOL LONDON AND GLOBE 


COMPANY, LTD., 
LIVERPOOL, ENGLAND 


Assurance Without Medical Examination 

(whose life insurance business is practically 
limited to the United Kingdom) has decided to issue life insur- 
ance policies without medical examination up to £1000 on any 
one life provided the age does not exceed fifty years, and the 
person whose life proposed for assurance is 
the proposal to the satisfaction of the directors. 

The company’s prospectus states: 

“Whilst this form of insurance is applicable only to persons 
who consider themselves to be in a good state of health and have 
ho predisposition to disease on account of family or personal 
history, it is felt that the opportunity thus afforded will appeal 
to business men and others who would welcome the possibility 
of being able to assure without being troubled to undergo the 


usual medical examination and to spend the 
therefor. 


INSURANCE 


Issues Life 
This company 


able to complete 


time necessary 
“Should it appear from the proposal that there is any reason 
suppose the life might be other than 
examination would be called for. 


to 


first-class, a medical 


“Policies will be granted under the Whole Life, Limited Pay- 


ment Life or Endowm nt Assurance Schemes, at the ordinary 


rates of premium, and Policy-holders will be under no disability, 
the full Sum Assured being payable from the outset in the event 
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of death and Bonuses being granted under Participating Policies 
at the full ordinary rate.” 
The company also states it does not insure persons under this 
scheme who are resident in an unhealthy climate. 
Illustration of Rates 


Whole Life Assurance 
Annual Premiums per cent. 
Participating 
Whole Term 15 20 
@ Premiums Payments Payments 
£ Ss. d. £ a. a. £ s. d. 
1 19 6 3 10 4 2 18 4 
2 4 2 3 16 3 3 3 5 
2 9 10 1 3 0 3 9 1 
2 16 10 + 10 6 3 15 9 
3 5 9 4 19 6 4 3 10 
4 11 3 6 2 2 5 5 4 
Non-Bonus 
Whole Term 15 20 
Age Premiums Payments Payments 
£ a ad. £ 8. d. £ Ss. a. 
20 1 10 2 2 13 v 2 4 7 
25 1 14 0 2 1S Ss 2 be) 9 
30 1 1s 10 3 4 7 2 3 10 
35 2 4 11 6 11 6 2 19 10 
40 2 12 9 3 19 10 3 7 d 
mw 3 16 0 5 1 9 4 7 9 
Endowment Assurance 
Annual Premiums per cent. 
Participating Non-Bonus 
20 years or 20 years or 

previous death Age previous death 
£ 8. d. . s. a, 
4 19 10 20 4 3 0 
5 1 10 30 4 4 10 
5 7 0 40 4 9 4 
6 0 0 ww 7) 0 3 


The proposal and declaration for life Assurance without medical 
examination contains a wide range of definite questions. 
MANHATTAN LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 
Report of Examination Reviewed 
This company was examined by the Insurance Department of 
New York as of December 31, 1922, the report being dated June 
26, 1925, and which was filed as a public document this month. 


The financial statement as prepared by the examiner differs 
slightly from the financial exhibit published in Best's Life 
Insurance Reports (1923) pages 378-381 both inclusive. 

A summary of these differences is: 

Examiners Best’s 
Report Report 
DG Ee oss cccesiccsicecce LOUD TROOTRG: 60:0 60:00:00 000:006 cee 

449,912... ..cce ..... Total Disbursements .............. 3,445,158 

SGN i -o-0:d.0:0:0n's06s6c-5 0s sa SIIIENS «6 ca'nséccceveens 19,706,675 
| RE eee re ee el, ree 
120,745..Present value, Sup. contracts & dis. benefits... 218,091 
Re vovnvcese< Unassigned funds (surplus)....... .... 505,148 
Examiner’s Comments—Extracts 
“History 


“The Manhattan Life Insurance Company is a stock company 
having a guarantee capital of $100,000 divided into 2,000 shares; 
par value, $50.00 each. It was incorporated May 29, 1850 and 
started writing business August 1, 1850. 

“Under date of March 15, 1920, the company under proper 
authorization, amended sections two, five and seven of its charter. 
The amendment to section two permits the company to issue 
health, general accident, and disability resulting from sickness 
insurance, in addition to the right to transact the business of 
life and travel accident insurance and annuities. The amendments 
to sections five and seven reduce the board of directors from 
thirty-six (36) to twenty-four (24) members; also reducing the 
three classes of directors from twelve (12) to eight (8) members 
each. 

“Directors 

“The board of directors and such officers and agents as they 
may appoint exercise the corporate powers of the company. 

“The board of directors at present consist 
members divided into three classes. The 
expires each year. 


of seventeen 
term of one 


(17) 
class 
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“Directors are elected at the annual 
held on the second Tuesday of May. 
director is three years. 

“One-half of the number of directors 


of 


of 


stockholders 
for a 


meeting 


The term office 


must each be owners of 


at least ten shares of the capital stock. The other half may be 
policyholders or annuitants paying premiums or entitled to 
annuities of at least $100 per annum. 

“At the present time, of the seventeen (17) directors holding 


office, nine (9) are stockholders and eight (8) 

or annuitants as provided in the requirements. 

“Polieyholders or annuitants paying premiums or entitled 

annuities of at least $75.00 per annum may vote for 
“Profits Divided 

“After providing for interest on the guarantee capital of the 
company at the rate of 7% per annum, the profits in accordance 
with the charter, shall be divided one-eighth to the stockholders 
and seven-eighths to the policyholders. 

“Each year, upon ascertaining the total dividends paid to 
policyholders, one-seventh of such amount distributed to the 
stockholders. By following this procedure over a series of years, 
it is believed that the proper proportions of profits is maintained, 


are policyholders 


to 


directors, 








Is 


“Agencies 

“The agency foree is under the direct supervision of the vice- 
president. The production and care of business in the field 
conducted through general agencies and branch offices. Producing 
agencies have increased from eleven in 1918 to twenty-eight as 
at December 31, 1922 engaging some 670 agents and doing business 
in twenty-eight states. The benefit from this increase in the 
field force upon the business of the company is reflected in the 
consolidated policy exhibit included in this report. 

“Each general agent appoints his own agents and, except as 
to all matters covered by the statutory laws in in the 
territory covered by the general agent’s contract, they are agents 
of the general agency rather than of the company. All sub- 
agent’s contracts must be approved by the company and a copy 
is retained at the home office. 


is 


force 


“New Policy Contracts 
“Prior to July, 1921, the company issued its policies with or 
without disability insurance and travel accident coverage or with 
either of these two provisions as selected. Up to this date the 
disability provision contemplated only the waiver of premiums, 
and the travel 


accident insurance covered only death while a 
passenger in a public conveyance. 
“Since July, 1921, the disability provision grants the waiver 


of premiums together with a monthly income of 1% of the face 
of the policy, upon proof of disability. The travel accident feature 
has been changed to a general accident coverage which provides 
for double indemnity if death by external, violent and 
purely accidental means. Death must oceur within 60 days from 
the date of the injury. 

“From 1913 to 1923 the company issued certain semi-substandard 
policies on the limited payment life and endowment plans. The 
limited payment life policies required surrender for cash at the 
end of the period or submission, to a re-examination in order to 
continue the insurance as paid-up life insurance. The endowment 
policies are practically similar to the standard policies except 
that the extended term insurance option upon lapse is eliminated. 


occurs 


“Since February 1, 1923 the company has issued its regular 
policies to certain substandard risks, using the age rate-up 


method to cover the additional risk involved, but eliminating the 
extended insurance option at lapse. These risks are also granted 
disability and double indemnity benefits; this coverage is limited 
to case at certain ages rather than the usual age sixty. 
“Mortality Experience 

“In comparison with the mortality experience from 1914 to 1919, 
the experience of the period covered by this examination indicates 
quite a favorable turn in this branch of the company’s affairs. 
The following table is compiled from figures taken the 
records and reports of the company 

“The percentages of actual to expected mortality for the past 
nine years are as follows: 


from 


ra cae ep aoreade 90.87% 1) ee: eA 
Be isdiaisircckecere-newie 84.59% ae ocecccce 08.8% 
nee 83.39% as iiseaenanes 70.8% 
Pes eincncccasd 85.74% ba icc whine sds 76.8% 
axdeswieienes 107 .62% ; 
“The exceptionally high rate in 1918 was wholly due to the 


influenza epidemic and its after effects. 


Continued on next page 





92 


MANHATTAN LIFE INSURANCE 
“Dividends 
paying policies, the company 
computing or 


COMPAN Y¥—Continued 


“On premium 
method 


uses a two factor 
calculating each year what is termed 
a “standard dividend” and pays a percentage of the dividends so 
caleulated. 


in 


“The two factors involved are, a percentage of the loading 
and interest on the mean reserve at such rate as 444% is in 
excess of the rate required to maintain the reserve. 


“The interest factor alone is used on participating paid-up and 
single premium policies and is based upon an interest earning at 
the rate of 45%. The dividend such policies actually paid 
for 1922 was 20% of the excess over the rate required to maintain 
the reserve. Atthough the interest factor of 45% is higher 
than the 44% used for premium paying policies, it is said to be 
primarily based on 44%% plus gains from surrenders of paid-up 
policies sufficient to bring it up to 4.5%. 


on 


basic 


“Figures taken from the company’s records indicate the follow 
ing average rates of interest were earned on mean invested assets: 


ee 4.58% eR 4.67% i on beer 4.17% 
“The following table illustrates the percentage of loading and 


the percentage of the mean reserve applicable to dividends in 


accordance with the year of issue and the respective reserve table: 


“Composition of ‘Standard Dividend’ 


Policy % Mean 77 

Issues Reserves Reserve Loading Constant 
1850 to 1901 Comb. 4% \%, 0 
1901 to 1906 Amer. 35% 1-1, HO 

1907 Amer. 39% 1-\ aU) 
1908 to 1916 *Amer. 3% 1-\% HO 
1918 to 1916 Amer. 39% 1-\ ***50¢ per M. 
1916 to date Amer, 344% ty 30¢ per M. 

* The 1908S to 1916 premium rates being lower than on issues of 
1901 to 1998, the dividends on the latter are so adjusted that the 
net cost will not be greater than on 1908 issues. 

** The pereentage of loading applicable to dividends on issues 
prior to 1901 range from 50% to 90% according to the time the 
policy has been in force. 

*** On “reducing premium policies” issued from 1913 to date, 
the “percentage of loading factor” has been discontinued. In 


its place a “constant” of 50 cents per thousand insurance attaches 


to issues 1913 to 1916 and 30 cents per thousand on issues 1916 
to date. 

“Following are the percentages of the “standard dividend” paid 
for the past five years and for the year 1928 to 1924, 

“For a number of years the dividend distribution year of the 


company has begun April 16th; this apparentiy is contrary to the 





provisions of section 83, of the New York Insurance Law, which 
as amended requires that the dividend year begin either from 
December 3ist or from April 30th. 
1918-1919... 2... 2200. OH 1GB1—19BS.... wn cccccccce 20% 
| ee ee 20% ee ee 20% 
BOZO-1921 ..... ooo cece DOH PEE vesewvecesses 40% 


“In addition to the above percentage of the ‘standard dividend,’ 


poticies with disability benetits receive 5% of the extra premium 
paid for such insurance. 

“‘Survivorship’ or deferred dividend policies are credited an- 
nually with the same percentage of the ‘standard dividend’ as 
annual dividend policies, together with interest at 3% on the 
total previous annual allotments beginning with the redueed 
amount as ordered by the Board of Directors in 1916. Upon 
maturity, the sum total of these credits plus each poliey's pro 
rata share of the profits from terminated policies of the same 


class, is paid. 
“Policy Settlements 

“surrenders and Changes.—Suflicient of the policies surrendered 
for cash, paid-up or extended term insurance during the period 
covered by this examination were 
examination established the practice 
accord with the contract obligations 
mendations made in the report 
“An exception, however, 


examined 
of the 
and 


in detail. 
company to be in 
following the recom- 
the previous examination. 


Such 


appears in the treatment of that class 
of policyholders where, upon lapse, paid-up insurance must be 
formally applied for within six months of the date of lapse. 


Up to some time in 1919 proper notice of this requirement app:ars 
to have been mailed to such policyholders: since then, however, 
due to a division of responsibility, proper notices have not been 
forwarded. This operates to considerable disadvantage to such 
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policyholders, especially where a loan exists; the insured not 
having the policy, is entirely without knowledge of the vital 
provision in the contract. Various cases of this nature were 
noted and cailed to the attention of the actuary. Proper steps 
to overcome this condition have been promised. Where no 


demand has been made, cancellation follows without any value 
being allowed. Where paid-up dividend additions attached to 
such policies, the practice has been to also cancel same by lapse. 
These items being paid-up, they can only be terminated @ 
payment of a surr nded value or as a death loss, ete. The 
contract provision requiring formal demand for paid-up insurance 
here does not apply. These items therefore should be carried 
until surrender is effected. The present method accounts for the 
termination of such items in the policy exhibit, “by lapse.” This 
is inconsistent as paid-up insurance cannot lapse. 


“Death Claims 
“On receipt of notice of the death of a policyholder, said notice 
is stamped with the date received. The notice then passes through 
the poliey index for all numbers on the life involved. 
If the poticy or policies are found to have a value, a consecutive 
claim number is assigned and blank proofs are forwarded direct 


poliey 


from the home office, or the proper agency is notified to deliver 
sume, Agencies are not permitted to deliver blank proofs unless 
so ordered by the home office. Where no value exists per the 


r cords, correspondence ensues and usually results in withdrawal 


of claim. No book record is made of these tentative claims. 
“ALL death claims paid in 1919, 1920, 1921 and 1922 were ex- 
amined. 
“The poliey of the company is to pay its death losses as 


promptly as possible upon receipt of satisfactory proofs of death. 
Ilowever, it is the opinion of the examiner that such settlements 
can be further facilitated. 

“Age adjustments are made both ways upon satisfactory proof 


of the true ag’, exeept upon the class of policies noted in the 
report of the last examination. Age differences on such claims 


are now disregarded; this action conforms with the policy pro- 
visions. 

“In connection 
the practice 
discontinued 


with the deduction of deferred 
commented upon in the last examination 
1919 and no such deduction is now 
issues between February 1, 1874 and August 1, 1895. 
“interest on loans or notes refunded or charged as the 
case might require, from or to the date notice of death is received 
at the home office. The only exceptions to this rule occur on a 


premiums 
has been 
since made on 


is 


elass of policies known as ‘1912 revivals.’ Neglect to properly 
notify the policyholders of such revival was commented upon 
in the examination of 1918. In 1919 notice was sent to the last 


known address of the policyholders. This resulted in a number 
of belated death claims, where the insureds had died several years 
prior to 1919. On such claims, accumulated simple interest was 
charged to date of death only. 


“Matured Endowments 


“All payments made under this heading during 1919, 1920, 192. 
and 1922 were examined and vouchers checked to the proper books. 


“These items are due and payable on the date of maturity. 
At the latest the draft or check in settlement should leave the 
company’s hands on the due date. The data is prepared suf- 
ficiently ahead to accomplish this. For some reason, however, 


these payments during 1922 appear to have been unduly delayed 
although unintentionally. 


“Interest Charged on Unpaid Loan Interest 

“Prior to 1921, the practice of the company was to charge and 
deduct from policy settlements, accumulated unpaid simple in- 
terest. Since 1921 interest has been charged or accumulated on 
the 1920 and subsequent total of unpaid interest. The charge of 
interest on unpaid interest not appear to be provided for 
in the policy contracts or the loan agreements; both are silent 
as to any charge of interest interest. This practice 


more fully item ‘interest due and 
unpaid.’ 


does 


on unpaid 
the 


is discussed under asset 


“Interest Due and Unpaid on Policy Loans, Liens and Notes 


“As of December 31, 1922 the company reports on this account 
$179,263.77. The items making up this total were 


checked 
detail from the loan cards and the renewal cards. 


in 
« “In the above amount the company has included items of inter- 


est charged on accumulated unpaid interest. The charge and 


collection of interest on overdue interest does not appear to be 
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provided for in the loan agreements nor the loan provisions of 
the policy contracts. Calculations made on all individual items 
involved eliminating the compound interest would reduce the 
above total to approximately $165,561.80 or a reduction of $13,- 
701.97. The amount reported by the company, however, has been 
used in the financial statement in this report. 

“The prescut system dates from January 1, 1921 and apparently 
vas instituted for two reasons. The company found itself with 

considerable sum of money outstanding on which it received 

o income and the omission to charge interest on unpaid overdue 
interest operated as a discrimination against the policyholder 
‘who paid his interest promptly when due. 

“To charge interest on unpaid interest would appear equitable 
if provided for in the policy conditions. The absence of such 
provisions in the policies or loan agreements involved makes the 
present system questionable. 

“The figures shown above were taken from the audited reports 
of the company except for the year 1922. The figures for 1922 
were taken from the company’s report to the Department taking 
into consideration th: changes made as a result of this examina- 
tion. 

“The following summary shows the increases and decreases in 
surplus as a result of this examination. 

Decrease in surplus: 








Net due and deferred premiums.............-..eeee8% $1,491.44 
Book value of bonds: im) GetAwls ..0.66..0i0cccciceseveciencic 11,000.00 
Deferred premiums in excess of net values.......... 5,846.00 
Present value of amounts incurred but not yet due 
a a ee ee . 287.67 
Me I Ge GCG nooo occ he ees ceboessaccnsaes , 1,370.91 
RII 6: csare ai avespeare nile state era cw areata oe a oie ida ene eeeesere $19,996.02 
Increase in surplus: 
Due from other companies (reinsurance)............ $3,800.00 
Market value of stocks over book value.............. 11,000.00 
Liability on policies cancelled. .........ccccececccees 250.48 
MN “ci avasincaserctiedinie de eimheinoies trememiekenee ers $15,050.48 
Net decrease im surplus, ....cccccccccccccccccces ‘ $4,945.59 


“Conclusion 

“During the past four years, the company has been able to 
overcome the former gradual decrease in insurance by writing a 
considerable amount of new business each year. Lapses and 
surrenders were also held in check except for the two years just 
passed. Increased terminations of this class are said to be due 
to the financial stringency experienced in certain of the rural 
territories operated by the company, for the entire period a net 
increase of approximately $15,000,000.00 of insurance is shown. 

“Due to the elimination of al) real estate holdings outside of 
the home office building and the investment of its funds in con- 
servatively valued mortgages, together with quite a favorable 
Qari: experience in the period covered by this examination, 


e financial condition of the company has been materially 
mproved. 





“During the progress of this examination, the examiners have 
met with full cooperation and courtesy of the officers and em-— 
ployees. All records, books, and information requested have 
been promptly furnished. Some of its records, especially the 
policy correspondence files are not in such shape as to promote 
efficient handling of the details involved. In view of an in- 
creasing business, the present methods of filing not only militate 
against rapid and efficient work on the part of the employees but 
also affect the promptness and accuracy due the policyholders. 
Various conditions in the records were brought to the atten- 
tion of the officers directly involved, and improvement should 
not be unduly delayed.” 


The report was signed by Charles A. Kirchgessner, Examiner. 


METROPOLITAN LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 
Mortgage Loan Investments 

Loans on bond and mortgage were authorized by this com- 
pany August 30, amounting to $4,880,565 of which $1,342,740 were 

loans on farms in seventeen states in the west and south. 
The building loans amounted altogether to $3,537,825 and of 
these $1,944,325 were for dwellings and apartments—four hun- 
dred and fifty-nine dwellings to provide accommodations for five 





hundred and seven families and eighteen apartment houses to pro- 
vide for one hundred and seventy-five families. Loans were au- 
thorized on nine business buildings amounting to $1,593,500, the 
largest being in South B nd, Indiana, $135,000 and Aurora, IIL. 
$150,000. 

The housing loans were in Georgia, Florida, Alabama, Tennes- 
see, Kentucky, North Carolina, Virginia, West Virginia, Pennsyl- 
vania, Ohio, Indiana, Michigan, Illinois, Minnesota, Iowa, Utah, 
Washington, Oregon, California, the largest amounts being in 
California, $128,000; in Illinois, $148,600; in Detroit, Mich., $631,- 
075: North Carolina, $148,350. On the housing loans the average 
rate of interest was a trifle over six per cent. 


Additional Loans 

Additional loans on bond and mortgage amounting to $5,855,500 
were authorized by the company on September 20th. Of this 
amount $2,253,200 were farm loans seattered in nineteen states in 
the middle west and south, and $3,602,300 were city loans, some- 
thing more than thre million dollars being for housing. The 
housing loans will provide for seven hundred and ninety families, 
five hundred and seventy-five Qwellings for six hundred and 
thirty-nine families and twenty-two apartments for one hundred 
and fifty-one families. The city loans included seven business 
buildings for four hundred and eleven thousand dollars. On the 
housing loans the average rate of interest was 6.01 per cent. 
The housing loans were in Georgia, Florida, Alabama, Kentucky, 
Arkansas, Tennessee, North Carolina, Virginia, West 
Pennsylvania, Indiana, Minnesota, Iowa, Michigan and 
the largest amounts being in Illinois for $468,100, in Michigan 
for $747,850 of which nearly $700,000 was in Detroit, $155,750 in 
Minneapolis and $101,100 in Indiana. 


Virginia, 
Illinois, 


NATIONAL EQUITY LIFE INSURANCE COMPANY, 
LITTLE ROCK, ARKANSAS 
Report of Examination Reviewed 
This company which has just commenced business was recently 
examined by the Insurance Department of Arkansas, the report 
being dated August 22, 1923. 


Examiner’s Comments—Extracts 
“History 

“The National Equity Life Insurance Company was incorpor- 
ated under the laws of the State of Arkansas on July 27, 1923, 
and commenced business on that date. AJl papers in connection 
with its organization were submitted to the Attorney General 
and approved by him as to legality and form. They were then 
approved by your department and a certificate of incorporation 
issued by you. 

“Plan 

reserve mutual company writing at present 
only one form of policy—a twenty payment life charter member- 
ship policy. This policy is written in multiples of $2,500 and on 
a $5,000 basis these policies are worth $1,000 the first year, $3,000 
the second year and $5,000 thereafter, the company also provides 
double indemnity and total and permanent disability feature. 
The policy provides that accumulation periods will end at the 
end of every five years after date of the policy. 

“This company has elected to comply with Sections 5989-6009 
of the insurance laws of this State and is depositing the legal 
reserve required by law with your department on all policies 
written. All policies are registered with your department and 
in accordance with law your certificate stating that the policy is 
registered and approved securities equal in value to the legal 
reserve thereon are held in trust by the Insurance Commissioner 
is printed on the policy and signed by the Commissioner. The 
form of valuation is the American 3%, full preliminary term. 


“This is a legal 


“Expense of Operation 

“Advance expenses were taken care of by the incorporators 
and all office expenses and other necessary expense of the first 
year are being taken care of in like manner. No salaries are 
being drawn for the first year. All business is being placed on 
the books for approximately 98% of the first premium which is 
very creditable. 

“Conclusion 


installed all necessary books 
and records for the proper transaction of its business and is 
now engaged in building up its agency force.” 

The report was signed by M. J. 
sioner. 


“The company has forms and 


Harrison, assistant commis- 
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PUBLIC LIFE INSURANCE 
CHICAGO, 


COMPANY, 
ILLINOIS 


A Significant Communication to Stockholders 


The Executive Committee which has been directing the affairs 
of this company the retirement 
its general manager, sent the 
August 6, 1925, a communication 
tracts have taken: 


since of Alfred Clover, formerly 
stockholders under 


from which the 


ex- 


date 
followin 





been 
“At the 
company 


rectors 


regular meeting of the Board of Directors of your 
held at its home office on Feburary 12, 1923, the di- 
by a majority vote, made certain important changes. 
The management of your company was placed in the hands of a 
committee of five consisting of Maxmilian J. St. George, Louis 


Narowetz, C. W. Kuhn, A. L. Linder and Fred H. Welsch. 
Mr. St. George was made general manager in the place of 
Alfred Clover. Since that time Mr. Clover has also resigned 


as chairman of the board, merely retaining his place as one of 
the directors the company. 

“The directors found it 
order to save your company 
ruptey itself. 

“The New 


of 
necessary 


to 
from great 


make this change in 
loss, if net from bank- 
Management thought it 
alarm the stockholders and did = not 
of the change, fearing that) perhaps 
injured by such publicity. 


advisable not to unduly 
notify the stockholders 
the company might be 
However, matters have arisen which 


make it imperative for the stockholders to know the truth— 
the exaet situation. 
“Mr. Clover, and a few of his side, have been and are doing 


all in their power make 
ridiculous, incompetent, ete. Instead 
any loyal worker of the Public 
ing to injure the company. They are telling the stockholders 
all kind silly stories, particularly the large stockholders— 
the members of the Advisory Board—-that things are going to 
wrack and ruin. 


to the New Management appear 
of giving the help which 


Life would give, they are try- 


of 


“Instead of planning for new business, they are scheming day 
and night how to come back, to feed again at the trough of the 
Publie Life. 

“As soon as the New Management took control, it employed 
Zopher L. Jensen & Company, Certified Publie Accountants, 
to make an audit of the books of the company. This audit 
is dated April 27, 1923, and is for the period from January 1, 
1921 12, 1923. 

“The salaries for officers and directors from May 5, 1920, to 


to February 


December 31, 1922, were $84,285.01; for the home office em- 
ployees $72,850.71; for branch office expenses $17,779.75; $23,- 
239.62 was spent for bonus prizes; $41,212.81 for advertising: 


$27,125.96 for printing and stationery. From January 1, 1921, 
December 31, 1922, the home office expenses—miscellaneous 
were $11,755.61; $16,500.00 was paid to one firm of attorneys 
associate counsel and $13,050.00 to another attorney as 
associate counsel. What work these attorneys did and for what 


as 


they were paid, the Committee, as yet has been unable to 
ascertain. 

“Zopher L. Jensen summarizes his report as follows: ‘A 
review of the above summary shows that of the $1,244,500.00 
collected from sale of capital stock only $713,633.50 remains 
as net worth on February 12, 1923, which amount includes 
appreciation of real estate of $47,117.80. The inadmissable 
assets represented in this net worth amounts to $310,618.35 of 


which $229,723.66 is due from the Public Agency Company and 
$25,156.85 is due from Mr. A. Clover. While the paid-in surplus 
(Commercial Basis) as shown above amounts to $213,683.50 yet 
on the basis as required by the State Insurance Department 
there is a deficit or impairment of capital stoek of $97,274.84, as 
per exhibit ‘F-2.". The operating losses from May 5, 1920, 
12, 1923, aggregate $248,280.94.’ 

directors have given Mr. every chance in the 
Ile has replied by trying to disrupt your organization. 
They have extended to him the hand of help and fellowship— 
he has spurned both, 

“The time for 
ean be no two ways about it—it 
lic Life; disaster or success. 

“No doubt you have always believed 
largest stockholder. 


to 

February 
“The 

world, 


Clover 


for compromise, delay, has passed. 


is either Clover or the 


There 
Pub- 


that Mr. Clover the 
He told you so himself many, many times. 
Will you not be surprised to learn that he only owns 11,767-% 
shares? Yes, out of 500,000 shares Mr. Clover owns 11,767-%4. 


is 
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“These are the facts—the 


truth. Every statement made in 

this letter you can verify yourself. Do not let anyone fool 
you. Ask for the facts. 

“Despite the active opposition of Mr. Clover, his continual 


fault-finding, adverse criticism, in fact, open mutiny, the busi- 

hess has gradually increased and is better for the past five 

months than it was a year ago for the similar five months; 
and this in spite of the fact that Mr. Clover’s office has written 
only around $300,000.00 of new business, of which one poli 
was for $100,000.00 and another for $50,000.00.” 

One of the purposes of the above communication was to in- 
vite the stockholders to attend weekly meetings of the company 
which are being held on Wednesday evenings in order that they 
might become fully acquainted with the affairs of the company. 


This company, the Public Life, was examined by the Insur- 
ance Department of Illinois as of April 30th, 1923. The report 
of this examination has not been released as a public docu- 
ment, according to a statement made late in August to our 
representative by Commissioner of Insurance Houston of Illi- 
nvis. 

The above information was “bulletined” to subscribers en- 


titled thereto on August 31, 1923. 


Extracts Annual Statement December 31, 1922. 
Se MIEN, «bn 0 wer. wnddieebetineusneeewes pinto mite $772,784.00 
Net reserve. .... Seeneweruubeeehecesasie Teoledsys tees 133,522.00 
Raids: ao-Sin Goce ve, ens wa ates ale erlald aoeaanaineie at 00,000.00 
Unassigned funds (surplus)............ eae ewahwe’ 68,072.09 
Insurance Outstanding.........cccccccces over ananed 4,824,510.00 





SECURITY LIFE AND TRUST COMPANY, 
GREENSBORO, N. C. 
Increases Its Capital 
Home Office to be Moved to Winston-Salem 
On August 1, 1923, the stockholders of this company author- 
ized an increase of its capital stock from $150,000.00 to $500,- 
000.00. Thirty-five hundred additional shares (par value $100.) are 
to be sold at $200. per share, thus increasing the surplus of the 
company by $350,000. 

The company states “No commissions will be paid for the 
sale of stock, practically all of it having been subscribed by 
Winston-Salem interests.” 

The company expects to move its Home 
boro to Winston-Salem in February 1924. 

There will be no change in the management of the company. 


Office from Greens- 





UNITED LIFE AND ACCIDENT INSURANCE COMPANY, 
CONCORD, NEW HAMPSHIRE 


Directors Address Stockholders, 


On August 31 the following letter was addressed to the sto 
holders of this company on a subject referred to in our Augus. 
issue see pages 67 and 68. 

“It our desire not to burden our stockholders with com- 
munications relative to the surreptitious attempt on the part 
of Ex-President S. W. Jameson, through a group of stock sales- 
men working for commissions out of a central agency, to ob- 
tain control of your Company through exchange of your United 
Life stock for stock of the North Atlantic Securities Corporation, 
a Delaware holding company recently organized by him. 

“Tlowever, many letters received at the Home Office from stock- 
holders indicating that such glaring misrepresentations have been 
made by these men who are scouring the country seeking to 
induce an exchange of stock that we feel it our duty to inform 
our stockholders further what is going on. 

“The fact that the after due consideration, 
mediate action and Mr. Jameson 
United Life is the evidence 
tions. 

“The of Mr. Jameson and statements of his agents 
are to the effect that this board of directors is split on this con- 
troversy. The fact is that of fifteen directors, but two stand 
with Mr. Jameson and his North Atlantic Securities Corporation, 
and these two are the only members of our board 
become financially involved in the North Atlantie. 


is 


as 

Board, 
removed 
best 


to 
took 
as President of 
how they regard his 


im- 
the 


of ne- 


letters 


who have 


“We are advised that many different stories are being told by 
these high pressure agents, and that misstatements and misrepre- 
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sentations are being made in a desperate attempt to induce an 
exchange of stock. We have letters here stating that the fol- 
lowing representations have been made. 


‘ 


‘86% of the stock already transfered’ 

‘Proposition backed by United Life’ 

‘Plan agreed to by officials of United Life’ 

‘*‘All directors of United Life have transferred stock’ 

‘United Life directors unanimous in approval of move’ 

‘Money is set aside for dividend purposes’ 

‘Practically all directors of the United Life are directors of 
North Atlantic’ 

‘All heavily interested parties, particularly Mr. Carr have or 
will transfer their stock’ 

‘Directors and officers of United Life organized 
lantiec to buy up all stock of United Life’ 

‘Ali United stock is being transfered to North Atlantic and 
United Life is going out of business’ 

‘Agents soliciting transfers are using United Life money to 
pay their expenses.’ 


“ 


North At- 


“None of the Above are True 

“As it is obviously impossible for the Directors to see you in 
person, we request that you do not give credence to the state- 
ments of irresponsible professional stock salesmen and that you 
satisfy yourself by first hand evidence that your Board of Di- 
rectors is looking after the interests of the Company. 

“We would suggest that you write any one of the three Na- 
tional Banks in Coneord, (First National Bank, Mechanics Na- 
tional Bank and the National State Capital Bank) and ascertain 
what they advise. Also we would suggest, if you are not versed 
in Insurance matters, that you get the opinion of some man 
or institution having such knowledge as to whether a “holding 
company” has any proper place in the Life Insurance business 
and what the chances are of the success of the North Atlantic 
Securities Corporation for which you are asked to exchange your 
stock. 

“We are enclosing herewith a statement prepared by our Ac- 
tuary, giving you the history of some of the Insurance Com- 
pany ‘mergers’ and showing the very doubtful prospects of suc- 
cess of such combinations. 

“Calling your attention to the statement in the prospectus 
of the North Atlantic Securities Corporation, that the Corpora- 
tion “has purchased and now owns all the Capital stock of the 
Northeastern Life Insurance Company of Concord, New Hamp- 
shire,” we would state that the Northeastern was organized by 
Mr. Jameson in May, 1922 to reinsure negro fraternal organiza- 
tions; that its statement on file with the Insurance Commis- 
sioner of New Hampshire shows total receipts for 1922 of $1,799. 
with disbursements of $20,724.00 which ineluded a salary to Mr. 
Jameson at the rate of $10,000.00 per year. 

“The undersigned directors are absolutely opposed to the 
union of the United Life with a newly organized Company formed 


sareinsure Negro Fraternal Organizations. 
ye earnestly urge our belief that an exchange of your 


Serk would be against your own best interests and the interests 


of the United Life and hope that your patience may be con- 
tinued for a short time as we are confident that the time is 
near when dividends on the United Life stock that you have 


so long held will be forthcoming. 

“We call your attention to the significant fact that no at- 
tempt to secure the control of our Company was made until it be- 
‘ame apparent that dividends were being earned. 


“Kindly advise us, if you have not already done so, whether 
or not you have been asked to exchange your stock, and if so, 
what representations were made and whether or not have 
made an exchange. If you were induced to make such change 
by reason of any misstatement be sure to let us know. 

“We would call your attention to the probability that any 
protest you may send to Mr. Jameson or either of his Companies 
would not be known to us, and we therefore that a 
of any such protest be sent, to the United Life. 

“Mr. Jameson and his agents are stating that “there is no 
one now identified with the Company as an officer who has had 
the proper insurance training to manage the Company.” Its 
organization has not been disrupted by the necessary dismissal 
of its President. 

“Mr. Hollis, the new president, is an experienced insurance 
attorney, who has been an officer and the general counsel of the 
company since its organization, 

“Mr. Merrill, the Vice President, has been connected with the 
life insurance business for twenty years, as agent, as Insurance 
Commissioner of New Hampshire for six years, and as Secretary 
and director of the company since 1917, the 
agency department for two years. 

“Please be assured that your 
plore the situation that has been forced upon them by the Ex- 
president of the company, and feel that they are doing every- 
thing they can to keep your company safe and sane and in line 
with the best practices of legitimate and Life 
Companies. 

“This letter is signed by the entire board of directors with the 


you 


ask copy 





and as head of 


3oard of Directors deeply de- 


sound Insurance 


exception of S. W. Jameson and the other two members who 
are connected with the North Atlantic and with the further ex- 
ception of President Hollis, who has not yet returned from 
Europe.” 


Jameson’s Re-joinder—Extracts 

There is no one now identified with the company as an offi- 
cer who has had the proper insurance training to manage the 
company. The manager of a company like the United Life 
should have many years’ experience in all branches from an 
agent to an executive. flowever, I believe the present manage- 
ment is only temporary, as the stockholders will probably 
insist upon a change at the annual meeting in January. 

I firmly believe that my plan of amalgamating several com- 


panies, through stock control and common management is the 


only pian on which to build an insurance business that will 
insure satisfactory results to the stockholders, and it will 
certainly strengthen the interests of the policyholders. tv 


combining companies in this manner you eliminate the over- 
head expenses of the individual companies, There will be 
one president and officers, and one office force very little larger 
than is required for one of the individual companies, The 
volume of business will be increased to such an extent that 
the constituent companies should promptly be on a substantial 
dividend basis. 

As I stated in my previous circular of August 22, I 


am the 
second largest stockholder in the United Life, and this should 


be sufficient to demonstrate to all stockholders that I am sin- 
cere in my future plans. I want to quickly place the com 
pany on a paying basis, that we may all get returns on our 


investments. 

The business of life insurance is something superior to and 
greater than a mere money making enterprise for stockholders 
and sometimes too little attention is paid to this important point. 











Keep this Paper in a 


Binder for Convenient 


Reference 


Postpaid - 


- = $1.50 
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